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We make several B Spal OUR PRICES ARI 
styles and sizes so as Hit. A REVELATION 
to meet every re- —OUR BURNER 
quirement. . Ket in IS A SENSATION 





No. 120—Renaissance 


The is equipped with a new burner which oper- 
ates at gréatést efficiéncy with the highest pressure natural gas or the 
lowest pressure and B.T.U. standard artificial gas. The proper ad 
justment is made by simply turning a thumb screw. 


Write for bulletin showing sizes and prices. 


Athens, Ohio 
EASTERN OFFICE 


J. P., CONROY SALES CO., 91 Chambers St., New York City 
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GAS-FIRED 


are adapted for the home and small industrial plants for heating, for 
hot water storage and for low pressure steam uses 


The VESUVIUS is built the way a practical man would have it. The Burner is of a type 
new in design and has a wide range of adjustrnent for either artificial or natural gas. It is automat- 
ically controlled and requires no attention after jighting 

The VESUVIUS Tank Unit will help straighten out your summer load curve. There are 
dozens of such prospects in your town, and we can supply the heater with or without tank 
very attractive figure to the purchaser 
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Vesuvius Storage Water Heater 


The VESUVIUS is equally efficient 
house heating, garage heating, Pent 
fouse Heating and dry room heatins 
with either water or steam. Your cus- 
tomer will be satisfied with its efficient 
and economical operations Vesuvius House Heatin Init 











Then there are the uses of steam for embossing machines, glue cooking, cauldrons, tire vul 
canizine molds, restaurant steam tabies, urns, etc., where a VESUVIUS Heating Unit will eth 
ciently meet the demands 

We have a special proposition for the Gas Companies to handle the VESUViUS Heatin; 
L'nit. Write us today. Dept. J 
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Lexington Ave. and 46th St., Grand Central Palace 
NEW YORK, N. Y. 
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“The Hardest Sale I Ever Made” 


Prominent Men Tell of Their Experiences 


“\What was the hardest sale you ever made and 
at argument did you use that helped you to 
ciose it? 

[hat question was put to a number of salesman- 
agers In various parts of the country and the answers 
that were received showed the alertness of the 
industry to the big problems ot the day in selling. In 


iit 


Za 


practically every case the sale was closed on just 


i 
on thing: Service 


dealer in the city is going out of business and has cut 
he price on his entire line of gas goods 10 per cent. 
“\We foresaw the fact that we would have to cut 
our price at least 10 per cent to get a chance at the 

business. 
“It then occurred to me to get away from the aver 
ve line of gas ranges and try to sell the builders a 
better and different type of stove than they had in 
mind, This was accom- 


a 





‘The communities repre- 
sented in the answers are, 
it 1s believed, typical of 
all cities of the United 
States and so it would 
seem that the methods 
used can well be applied 
to any company that op- 
erates an appliance de- 
partment 

But all of the answers 


When it comes to making a sale 
we have to be guided by circum- er competitor brought 
stances, but when the other fellow 
has been through the mill his ex- 


plished by showing them 
a stove equipped with a 
heat regulator, which im- 
pressed them very much. 

“At this point our deal- 


forth a’similar stove with 
his 10 per cent reduction 
applying to it. 

“We then cut our price 
10 per cent to be on even 


received did not deal with perience certainly is a fine Suide- terms. But the competi- 
the sale of appliances . 4 - . , | tive stove looked so much 
Sas” ade aa Gee post. That is the reason why the 


problems of the company 
that had literally to be 
sold to the community. 
lnfortunately, it is not 
possible to print all of the 
replies in this issue of the 
AMERICAN GAS JOURNAL, 
but others will be pub- 
lished at a later date. 


Experience in York, Pa. 





experiences related here have been |} only) that 
gathered. We believe this article 
is a unique contribution to the 
literature of the gas industry. 


better (to the purchasers 
they had al- 

most made up their mind 
to give the dealer the or- 
der when our salesman 
raised the question of ser- 
vice. He explained very 
thoroughly during his last 
—Fditor visits vad the prospects 
that our stove was backed 
by a service that was not 

» to be had from any dealer. 








In York, Pa., there is 
keen competition in the gas appliance business, but 
this has not deterred John A Weiser, the salesman- 
ager of the York Gas Company, from fighting for 
every bit of business that was to be had. From the 
fact that Mr. Weiser is extremely successful, it can 
be seen that his methods are the right ones. De- 
scribing a recent sale. Mr. Weiser states: 

“T believe one of the hardest sales to close has just 
been consummated by us and the details are fresh in 
my mind and I'll give you the information requested. 

“An apartment house of eight apartments is being 
constructed in York and the owners are getting com- 
petitive bids on every article they buy. Hence we 
were put in competition with other dealers for gas 
ranges and water heaters. 

“To make this matter more complicated the largest 


“This last argument 

brought us the order for 

both ranges and water heaters. The water heaters 
were also in competition with much cheaper heaters. 
“I believe this was the most difficult sale we have 
had to make for a long time, as the purchasers were 
buying absolutely on a price basis, but when the final 
argument was placed they bought on a basis of ser 
vice and future conduct of the appliances installed.” 


From a Combination Company 


l'rank J. Conboy, local manager of the Empire Gas 
& Electric Company, at Geneva, N. Y.,,has made a 
close study of the sales proposition and he has proved 
his ideas are the ones that produce. But Mr. Conboy 
declares that the hardest sales to be made are not 
those of appliances but have to do with the sale of the 
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power rate for electricity. Because the princtples that 
Mr. Conboy gives can be applied so directly to the 
gas industry they are given here. Particular atten- 
tion is called to the eight successive steps that Mr. 
Conboy outlines for each step represents real con- 
structive work. Says Mr. Conboy on this subject 
of sales: 

“I would say that the sale of appliances, either in 
gas or electricity, is a very easy matter if the appli- 
ance you have for sale is something which is of a 
help or benefit to the user and if it does not exceed 
in price its value to the user. You can readily see 
that the sale of an appliance under these circum- 
stances is an easy matter. 

“The hardest sale which I have found was the sell- 
ing to the customer of our power rate. We have in 
Geneva about 160 power users and our rate to them 
is a demand charge each month plus the kilowatt 
hour consumption at 2 cents per kilowatt hour. This 
demand charge varies in amount according to their 
connected load, as for example: A ten horse-power 
motor carries a demand charge each month of $23. 
A person with such a connected load and a low con- 
sumption, we will say of fifty kilowatt hours in a 
month, would have a bill of $24 for the fifty kilowatts 
or 24 cents per kilowatt. On the other hand, another 
consumer with the same connected load and a con- 
sumption, we will say, of 1,000 kw., would receive a 
bill of $43 or 4.3 cents per kilowatt. 

“In my mind it was a big sale to convince the cus- 
tomer with the low consumption why he should carry 
such a demand charge. I was very successful in con- 
vincing each and every one of them but still, in my 
judgment, it was a big sale and had a great many 
more difficulties than could be met in the sale of any 
kind of an appliance. 

“The salesman, whether his be an appliance or an 
idea which he has for sale, should be a fair judge of 
nvankind, as in his work he meets many different 
types. The value of a salesman depends entirely up- 
on his power to render permanently satisfactory ser 
vice, and to do this he must bring about permanent 
mental agreement with those he communicates with. 

here are eight steps necessary to bring about this 
condition ; namely, confidence, attention, interest. ap- 
preciation, desire, action and satisfaction. I followed 
these steps in the case cited before as follows: It is 
our policy, when a customer enters a complaint to 
our company, to believe that the customer is abso- 
lutely right in his complaint until we convince him 
otherwise and, when so cohvinced, he is bound to 
have confidence in us. When I went to this particu 
lar man of whom I speak, I listened to his complaint 
and told him his complaint was the reason for my 
being there to see him. He naturally had confidence 
that we, as an organization, would do right by him 
It then followed that I had his attention and interest 
in my explanation showing him the permanent ex 
penses we are put to in having the electricity ready 
for the consumer, such as our investment in the lands, 
dams, power houses with their equipment, gener 
ators, transformers, transmission lines, distribution 
lines, and service lines; with the poles, cross arms 
insulators and other hardware upon all of which we 
pay taxes and upon which investment we are entitled 
to a fair return. This expense is a standing expense 
which we have regardless of the fact whether or not 
they use the current. In my talk on these matters, ! 





aroused his interest and appreciation of our work to 
fill his desire for electric power and he decided with 
me that it was the only rate that could be fair both 
to the large and small user of power. And I left him 
entirely satisfied with the rate, and myself with the 
feeling that I had made him a permanently satisfied 
customer of ours 

“We consider every employee of ours a.salesman, 
not in the sense of merchandising but as a seller of 
service. The sale of merchandise varies directly with 
the value of the service rendered the consumer by us. 
The better the service, the better the sales. 1 believe 
that if there was more attention paid to the idea of 
the sale of service by gas and electric companies, 
there would be a far less number of hard sales, as you 
call them.” 


Making Sales in Minnesota 


It is a peculiar condition that is outlined by J. A. 
Candenberg, assistant general manager of the South- 
ern Minnesota Gas & Electric Company, of Albert 
Lea, Minn., but his remarks on the subject show a 
close study of conditions and of human nature. Many 
companies have just such a type of person on their 
lines as those described by Mr. Vandenberg, but not 
all of us are as able to size them up as he has done. 
Mr. Vandenberg says: 

“It has been some time since I have come in per 
sonal contact with customers in relation to the sale of 
gas appliances, and therefore no particular incident 
is fresh in mind that will be of any benefit to you 

“From our experience, we find that the customers 
in this community can be divided into two classes 
One who are prejudiced against public utilities and 
assume that we are some sort of octopus securing a 
fat return not commensurate with our requirements 
and the other a broader class who appreciate the ad- 
vantages we are giving them at a verv small expense. 
The first class, when purchasing appliances, set them- 
selves to resist any influences that we might bear 
upon them to mold their decisions, and buv from us 
only what they cannot secure elsewhere. The other 
class knows what they want. and it is a very simple 
matter to sell them.” 


SPLENDID DISPLAY 





The above exhibit could not help attracting atten- 
tion from even the most uninterested. Everyone who 
loves a home—and who doesn’t?—would find many 
things of interest. The exhibit is that of the General 
Gas Light Company at a recent convention in Atlantic 
City, N. J. 
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Striking the New Note in Gas Merchandising 


Ideas that Have Produced Results for the Other Fellow 


By C. E. SHAFFNER 


\ somewhat flustered lady railing against the high 
cost of protecting her property against loss by fire 
was very effectively silenced by the prompt rejoinder 
of the salesman to the effect that she should be think 
ing rather of increasing the amount of her fire insur- 
ance policies for the reason that in the event of the 
necessity for settlement following the decision of the 
fire adjusters she would not be able to realize a sum 
sufficient for the purposes 
of reconstruction. The al 


1 


provides evidence toward clinching the sale by the 
sheer force of its frankness and the directness of its 
appeal. All of this becomes more obvious when you 
read an advertisement like the following addressed to 
gas consumers in Columbus: 
“When the rate for natural was is 
Columbus, as it must be, just how much more will the 
consumer pay? Not onecent more if your present 
enormous waste of this 
fuel is stopped. ‘There is 


advanced in 





most brutal frankness of [= 
this statement appealed to 
the writer who happened 
to overhear this conversa- 
tion, as a strikingly new 
note which is not sounded 
very often in merchandis- 
ing—even though it unde- 
niably clear 
away most obstacles 
which otherwise prove 
formidable in postponing 
the sale. This type of ap 
peal by virtue of its 
smashing tactics leaves 
little to be said by a pros 
pective customer and 


Just because 


serves to 





an idea is new 
doesn’t always mean that itis worth 
while, but when the idea has been 
tried and found successful then it 
surely has a dollar and cents value. 
These ideas advanced here 
been tested and the results 
made money for those who 


no reason why Columbus 
should use 157,000 cu. ft. 
per consumer as against 
96,000 cu. It. tor consum- 
ers on the rest of the sys- 
tem. And this waste will 
be stopped when you peo- 
ple of Columbus learn 
properly to value natural 
gas. The entire history of 
the gas field proves this. 
When the fuel is fur- 


ie nished at the present low 
have figures. it is carelessly 
have wasted When it costs 


enough make it 
worth saving you people 


more to 


had 








therefore cannot produce " save it. If pins cost Sl] 
a prolonged argument, courage enough to try them. Why each there would not be 
but it even goes further - . so many of them lying 
l g Tut ») ~ lé j I 7 4 
than this in establishing a don t you adopt them : — Editor around.” 
striking basis of truth lollowing this general 
with resultant conf statement of facts a table 
dence and a thoroughly , a ’ is printed, showing what 
aroused interest. Conse- has happened in other terri 
quently there remains tories where the rates have 


only the necessity of adding further facts to establish 
the quality of the product. There are, undoubted] 
other considerations involved in such a selling proc- 
ess but minor in nature, and once the broad under 
lving points of contact are established, the possibili 
ties for closing a sale are unlimited. 

Hlow these principles of new merchandising have 
worked out in the gas industry is well shown in a 
number of instances, but perhaps no more eflectively 
than in the following experience of the gas company 
in Columbus, Ohio. 

\Vhen the Ohio Fuel Supply Company. of Colum 
bus, Ohio, advanced the courageous theory that an 
increase in rates would really bring the cost of the 
fuel to no appreciably higher figure because the 
knowledge of the would prevent the 
sumer from wasting, there was a somewhat general 
inclination to regard this argument as entirely sound 
but too frankly put for clinching public favor. And 
vet even a cursory study of the campaign conducted 
by the Columbus company reveals that the sound 
basis of fact upon which its main contentions rested 
was the main se!ling point involved—the kind of nut 
shell argument which at 


increase con 


once arouses interest and 





been raised and where people have actually saved 


i 





{ Noemaw Lynn. 


She Should Be Thinking of Increasing the 
Amount of Her Fire Insurance Policies 
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enough gas to bring their bills down to previous cost 
levels. With such a fullness of argument the com- 
pany is undoubtedly in line with the best principles 
of merchandising as presented in the sale of any prod- 
uct like gas appliances, for instance, as illustrated by 
the following advertisement of the People Outfitting 
Company, Detroit, with the same new and striking 
note of interest at the very outset which appeared in 
local newspapers a few days before the final date des- 
ignated for paying current gas bills. “Gas Without 
Cost” is the caption and interest stimulator and then 
follows an offer to pay the April gas bill of every pur- 
chaser of one of their fine gas ranges. The following, 
along toward the end of the advertisement, is rather 
significant as frankly outlining the purpose from a 
business standpoint together with the particular ad- 
vantages of an immediate purchase: “The outstand 
ing feature of this offer, of course, is the gas range 
itself. There is no better range made, in this splendid 
cabinet type, than this handsome model, and to-mor- 
row’s record price means a tremendous saving on the Direct interest in having their gas bills paid 
range alone, to say nothing of the free connections 5 

and the free gas. We urge every one who is inter- had an instant appeal 

ested in gas stoves of any kind to come and see this 
Detroit-made beauty and advise all who intend to 
buy to get theirs early!” 














typify the trend of the present day. ‘Talk of inflated 
prices and accusations regarding profiteering have 
engendered a wariness on the part of the public which 
must be met openly and frankly without fear and 
trembling and with the full force of truth conveyed in 
inoffensive but nevertheless uncertain language. In 
the merchandising of gas and gas appliances this new 
note will be welcomed with relief. It opens the way 
for a wider appeal on a more substantial basis. 


Productive of Results 


Simple enough, you may say at first glance, and 
perhaps not out of the ordinary and yet productive of 
a highly successful sale of gas ranges in a very dull 
business season. A simple means of meeting a situa- 
tion is given as the reason by the officials of the com- 
yany. Direct interest in having their gas bills paid r . 
oe an instant appeal to a rather large aaher of Getting Business 
people out of employment but nevertheless interested When a salesman admits that he can’t get business 
in the purchase of a gas range to such an advantage. out of his territory then he isn’t a salesman. It’s the 
Others were prompted to make up their minds about fellow who goes after the business who gets it. It’s 
buying a range and thereby effect a saving. there, that’s certain, and the live wire is going to keep 

After all, these new principles of merchandising after it until the business has been put on his sales book. 








—— 
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Here is an ingenious method for using the side cars of the trouble men, only in this case they are called 
the “Minute Men Crew” of the Portland Gas & Coke Company. The signs read, “Be a Stockholder in the 
Gas Company,” and were used during a campaign to sell preferred stock in the company. The signs are 
printed on thin paper and are attached to the front and back of the side cars by pasting the edges on, and 
each evening when the motorcyclists come back to the garage the signs are gone over carefully and if 


any of them are torn or damaged by rain or mud they are replaced. Surely this is carrying the message of 
the company into the highways and byways. 
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Clinching the Sale by Advertising 


The Well-Thought-Out Plan That Brings Results 


By L. W. ALWYN-SCHMIDT 


The case is not understated if it is said that 50 per 
cent of all advertising campaigns fail for no other 
reason than that the advertiser has failed to carry the 
campaign to its logical conclusion. Given an honest 
distribution of a magazine, how small the number 
of readers may ever be, or a visible display of any 
poster, there is no such thing as not having success 
If success, nevertheless, is lacking it 
tiser’s fault and not that 
of the medium. The same 


is the adver- 


industrial purposes, however, differs according to the 
character of the local industries. lor the production 
of gas this is of very little consequence [or the sale 
it is of great importance, because the character of the 
consumption aftects the sales campaign. 

In such a city the sales and advertising manager 
have three ways open to increase consumption. Thev 
may push the sale of gas generally, they may push it 

according to the various 





applies to any form of ee ee 


branches of consumption, 





sales campaigning, be it ]} 
by way of advertising or | 
direct selling. It is always 
a case of fitting the cam- |} 
paign to the medium. You 
do not bring cavalry in ac- 
tion in trench warfare, 


employ machine guns 
where heavy artillery is 
needed. Nevertheless our 
average advertiser will 
fire away with a general 
publicity campaign where 





| Did you ever stop to think that 
when a hen lays an egg she cackles 
neither would a general || to beat the band, but when a duck | 


= | or they may combine a 
general with a specific 
campaign 


In each case a plan of 
if action is a highly desir- 
| able aid in carrying 
through the campaign. 
Lack of punch during 
the last phases of a local 


‘ advertising campaign has 
lays an egg she keeps quiet about |} Co Ns campaign oes 
it? In other words, the hen adver- 
tises but the duck doesn’t. 


its cause very often in the 
absence of a proper plan 
if of campaign. In such a 
Hence | case the original idea of 


the campaign is easily 


the specific appeal is || the demand for hens’ eggs. Their lost sight of with the re- 


wanted. In fifty out of-a 
hundred cases he will 
waste his heavy artillery 
upon preliminary suc- 
cesses, where he will want 
it really to provide the 
punch for a final attack 
Just let us contemplate | —— 


market. —Editor 





advertising stunt sure createsa || the 


sult that the strength of 
argument is frittered 
away at the wrong time 
with nothing left to clinch 
the sale when all the force 
of persuasion should be 
brought to bear upon the 
subjec 








the salesfield of an aver- 
age gas company serving ” ae 
a 50,000- popul: ition city. Such a city ts divided into 
two principal classes of gas consumers apart from the 


con Cr ct coming from the municipality. ‘There 
is the domestic consumer buying gas for li; ehting and 
herein and the industrial consumer. As it happens, 


one industrial consumer and private consumer are 

ally one person using industrial gas in the factory 
fri the private supply at home. But while the two 
are for ot a personal unit they are very muc h differ- 
ent from each other in their positions as customers of 
the gas company. They have only one thing in com- 
mon, that is that they either use or may use gas. The 
manner in which they use gas, however. differs. In 
the home gas is used for lighting, cookingand heating. 
Experience has shown that there is a vast difference 
in the mode of approach in selling gas for either of 
these three sources of private consumption. Indus- 
trially, the use of gas is split up amongst many indus- 
tries, each of which has its special practice in using 
eas for either heating, lighting or for motive power. 

The three forms of private consumption of gas are 
to be found in every city where gas is used in the 
homes. The character of the consumption of gas for 


A plan of campaign, 

therefore, should be made 

before the actual fight is started. In the case of a 
local campaign such a plan is arranged comparatively 
easily. There is the local press and there are a few 
magazines that may be well represented in the dis- 
trict and can be relied upon. There is a letter cam 
paign and finally the frontal attack of the 

Suppose we eliminate the sales force for the pur- 
pose of our local campaign and rely entirely upon a 
grand advertising finale to cash in the sales. Sup- 
pose ours was the great luck of having a manager 
who allows us $10,000 to spend for advertising alone. 
How are we to expend this money with the best re- 
sults to our sales of gas and eeaeent? 

We would first lay aside $1,000 and earmark this 
sum for emergencies, so that we are sure to = an 
advertisement to the newcomer in the field, or have 
money ready for strengthening a position th: at has 
been left weak when making the original campaign 
plan. Then we would split our cash in three even 
parts of $3,000 each. Each of these $3,000 to be ap- 
plied to one complete campaign of which three are 
to take place during the year with four months’ inter- 
vals approximately. 


sales force 
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The $3,000 allotted to each campaign in turn would 
be split into two parts, $2,500 for the main campaign 
and $500 to be applied to the grand finale as an addi- 
tional force to turn what is only a prospect into a 
definite sale. 

The three seasons of campaign will be determined 
by local conditions. Generally speaking, there is one 
good campaign season during the autumn months, 
another during the late winter and a third one during 
the height of the summer. Each has its special pur- 
pose and each, therefore, has to be conducted from 
a different angle. 

Having to deal with a mixed private and industrial 
consumption it will be necessary to apply both the 
general and the specific appeal. The consumption of 
gas being common both to the private and the indus 
trial prospect it follows that the campaign is best 
started with a very wide argument in favor of the 
use of gas. Such a general appeal is wanted to wake 
the possible consumer to the advantages of using gas 
as saving labor, greater cleanliness, quicker results 
and general economy. The Sunday papers seem to 
be the most suitable medium for such a general cam 
paign and a quarter page or even a half placed into 
three local papers will not cost a fortune in a medium 
sized town even if the experiment be repeated for 
three consecutive weeks. 

But it is absolutely necessary that the copy for 
these three consecutive advertisements should be pre- 
pared at one time. Only by doing so the advertiser 
can judge whether the campaign appeal is really con- 
tinued in each advertisement and whether the argu- 
ment does not trail off in a direction where it is not 
wanted for the purposes of the rest of the campaign. 
Hence the campaign will have to be made up before 
it starts and it will have to be judged in its entirety 

After the ground is prepared by a series of general 
advertisements costing $900 in all approximately. the 
campaign switches over to the more specific appeal 


Fitting the Campaign to the Customer 
In the specific appeal the manager deal$ with two 


There are first the households 
and industrial plants that use gas already and then 
there are the others that are to be made consumers 
These again have to be subdivided into private and 
household consumers. It is clear that the appeal to 
the household that is already a consumer of gas has 
to be of a different kind than that which is made to 
the household that is still to become a consumer. For 
tunately for the manager he has in his hand for the 
first class an excellent advertising medium by way 
of the monthly gas bill. The back of the gas bill, 
and, especially the receipt slip, are very useful helps 
for advertising gas appliances. The rendering of a 
receipt should be made a general practice in the case 
of prepay meter consumers. he extra printing of 
the backs of the receipts and bills is a very small 
matter and the advertising appeal to the consumer is 
very considerable. Naturally this appeal has to b 
duplicated in the case of the non-consumers. 

It is to be surmised that the non-consumer has been 
weakened in his resistance already by the press ad 
vertising campaign and needs now a little personal 
looking after to be driven into his second line of de 
fense. 

As there is no contact whatever between the gas 
company and the non-consumer this has to be estab 
lished. Lists of the names of householders can be 
easily had in each medium-sized city, and it costs 
much less than one its inclined to think, to fire 10,000 
advertising letters to any selected list of prospects. 

Generally speaking, this letter is about the onl, 
effort that can be made in the course of one adver- 
tising campaign to attract the non-consumer. This 
letter is, therefore, the last chance for the salesmanager 
to net his possible prospect. It must, consequently, 
have the clinchins element and all the punch that car 
be put into it. 

Outside this letter it is not wise to spend too much 
money on the non-consumer in the form of direc: 
advertising. The idea of having gas put into a house 


classes of subjects. 


must be permitted to soak in a while and the press 
(Continued on page 411.) 














This picture shows a display of water heaters used by the Portland (Ore.) Gas & Coke Company 


during a recent special sale. 


The results produced proved how effective it was. 


The idea was originated 


by Guy R. Kendall, assistant to the sales manager, and was carried out by S. Benson, who brought into 
play the knowledge he had gained while in the U. S. Navy. We don’t have to say that we think it is a 
2 


dandy. 
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Don’t Allow Familiarity to Become Contempt 
Some Worth-While Tips for Any Salesman 


By J. 


ne admonition that is frequently given to sales- 
men is: “Make friends with your customers.” It is 
wise to make friends but it is not wise to allow famil- 
larity to precede true friendship. 

Too great a familiarity brings out the weak points 
of one’s character or ability. It places them on dis- 
play and it naturally follows that familiarity as a re- 
sult breeds contempt. Such a condition makes it just 

much easier for the | 
customer to say no. He 


so) 


E. BULLARD 


common. They end by not increasing gas consump- 
tion by adding more new equipment. Instead, when 
he has gone they call up the electric man and have 
him call to help them solve their problems. It is not 
an easy matter to talk anything but business to this 
man. Apparently he knows nothing except business. 
The talk they have with him is right down to brass 
tacks and he sells them something that the gas man 
might as well have sold if 
he and they had not been 





lay Say so when he is in = = 
the market for the very | 
thing that the salesman | 
has for sale. 
For example, let us ]| 
suppose that the gas ]| 
salesman believes in ]| 
building friendships to J] 
the extent that his cus- bee. 
tomers and_ prospective | 


customers call him by his 
first name or even a nick || 
name if he has one and Jf} 
that he addresses them in | 
the same way. ‘They 
know everything about 
him except his expertness 
in the gas business. He 
has allowed friendship 
and the making of friends 
to becloud the very pur 
pose for which he shculd 
made them. 
Every one knows that 





There isn’t a man that we know 
who would become familiar with a 
The result that would come 
would be, in a manner of speaking, 
too darned spontaneous. 
Coming too close to a customer is 
likely to have the same. effect even 
if the hurt isn’t always as apparent 
as in the case of the bee. —Editor 


on such a familiar footing. 
| Of course, the electric 
if man is just as likely to en- 
if courage the familiarity 
|] that leads to contempt for 
his business ability, and 
the engineering service 
| that he can render as is 
|} the gas man. This ex- 
if ample is selected merely 
\j to illustrate a condition 
|} that may be reached if 
| the wrong meaning is giv- 
‘| en to the cultivating of 
friendships 





Yet be- 


Friendship Must Be 
Directed 


Friendships are of im- 
mense value. No one can 
overestimate their value 
but the friendship must be 








he isa good fellow. They 

with him. 
They don’t mind going fishing or hunting or to the 
theater with him but they do not realize that his sug 
gestions in regard to the utilization of gas are of 
really great value to them. The very familiarity 
which he has cultivated has resulted in their losing a 
certain amount of confidence in him. 

[In that same city there is an electric man. [le has 
never made any personal friends among his custom 
ers. He has always impressed upon them his ability 
in showing them how to get the most out of the elec 
tricity he sells them. He has taught them to look to 
him when they have problems to solve in their plants. 

They don’t know so very much about this man but 
they do know a lot about the work that he does and 
the service that he renders. He has seen to it that 
they have all become familiar with this. 

When it comes to getting business which man is 
going to succeed to the greatest degree? Our gas 
man has no difficulty in getting in to see the men he 
wants to see. He smokes cigars with them, he has a 
very pleasant social chat. He touches upon business 
but his prospects have no trouble at all in turning the 
subject because he and they have so many things in 


directed in the right direc- 
tion. As long as the part 
of friendship that remains 
uppermost is that which is directed towards the ser- 
vice rendered, all will go well. The moment it be- 
comes too personal, the moment that it begins to em- 
phasize some of the weak points of the salesman it 
begins to be dangerous. 

A certain gas man brought this point out very 
vividly when he was talking about some of the sales- 
men who call upon him to sell him industrial appli- 
ances. He mentioned some with whom he is on such 
a friendly basis that it is the easiest thing in the world 
to say no. As a matter of fact, they are so friendly 
that it is easier to say no than yes. There are always 
a lot of other things than gas about which they talk. 
\ppliances take up only a small portion of the time 
of either the gas man or the salesman at each call 

There are other salesmen, however, who call and 
who have called just as long as these men, whom it 
is not so easy to put off. These men always keep the 
conversation close to gas appliances. They are pleas 
ant and congenial but never familiar. Thev rarelv 
drift from the “Mr.” style of salutation. It is not 
easy to say no to these men, because before one can 


do so it is necessary to give an excellent reason. In 
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addition, these men give a host of excellent reasons 
why their appliances should be purchased. It is a 
matter of business with them rather than of friend 
ship, and as a result this gas man buys more appli 
ances from them than he does from those men who 
are on a much more familiar footing. 


They Know Salesmanship 


Some of these men know no more about the gas 
business, the utilization of gas and the gas appliances 
than do those who have cultivated familiarity but 
what they do know is far more in evidence than 1s 
that which the other men know 
cause they always keep this knowledge uppermost 


This 1s the case be- 
They never for a moment allow anything els« 
intervene. 

This gas man knows very little about the weak 
nesses of these brass tack salesmen He, however, 
does know those of the men who have cultivated his 
friendship to a greater degree. He knows that some 
of them do not have the best of habits. He knows 
what their habits are. He knows how they spend 
their time. He knows so much about them that to 
a certain extent he has lost confidence in them. [vei 
though they do not have any bad habits, they have 
some weak points that he has learned and these al 
wavs stand in the way of his giving them the trust 
and confidence that he would if he did not know them 
so well. 
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Too great a familiarity brings out the weak points of 
one’s character or ability 


No matter how great and talented a man may be 
the more familiar we become with him, the less re- 
spect we have for his greatness. He, after all, is only 
an ordinary man and we wonder how he has ever 
been able to win the renown that he has won. It is 
only when we know him at a distance and can see 
only the things he has done and not the man himself 
that we have the greatest respect and regard for him 

Perhaps this can best be illustrated by the effect 
that an old and beautiful building may have on one. 
This building has been standing for hundreds of 
vears. As we see from a little distance it seems mag- 
nificent and we marvel at its beauty and massive 
proportions. We approach the building. We go 
close up to a side wall. There we cannot see the 
building as a whole but we do see corners knocked 
off the blocks. We see that mortar is washed out 
from between the blocks. We see evidences of rough 
workmanship and possibly patching that has been 






done since the building was first erected. ‘hat build- 
ing does not look nearly as impressive as it did a 
little distance back. 

\gain take a fine oil painting. At the mght dis 
tance it is a beautiful piece of work. We can stand 
for a long time and look at it, for the person who 
painted it was a true artist. Get up’close, howevel 
and the paint brush marks show. It seems only 
mass of daubs. It is no longer the beautiful paint 
that it was when we were standing the proper dis 
tance from it 

The gas salesman who is going to make the grea 


+ 


est success of his work is going to bear these facts 
in mind. It is necessary to keep a certain distance 
from his prospects and his customers, if he is ¢ v 
to make the very best possible impression. It is all 























IYAD. 


These men always keep the conversation close to gas 
appliances. They are pleasant and congenial, 
but never familiar 


right to make friends. It ts a fine thing to bh: rood 
mixer. It, however, is a very bad thing to cultivat 

so much familiarity that those with whom he deals 
can see his bad points to the exclusion of his good 
ones If he is going to make the ve r\ best possible 


impression he must make certain that familiarit 
stops at that point where he shows up to the best 
advantage. 

This point, of course, varies with different men just 
as it does with different buildings and with different 
paintings, but there is always some point past which 
it is dangerous to go if one wants to make the very 
best possible impression. It is well to make certain 
where this point is. The moment it is passed it 
easier for the customer to say no than it is to say ves 
and then familiarity is hurting rather than helping 
business. It is giving the other fellow what the first 
man might just as well have had. 

The safest rule to follow is to make friends but to 
confine the familiarity to the service that is rendered, 
to what can be done with gas, to what the gas com- 
pany will do to help the customer make more money 
in his business. This sort of familiarity cannot go 
too far. Back slapping and calling each other Bill 
and Jack, however, can easily go so far that when it 
comes to actually doing business, that will be done 
by some one else. As a matter of fact the customer 
may not be familiar with the service that the vas com- 
pany can and is only too glad to render him. This verv 
familiarity has caused him to have more or less contempt 
for the gas company 
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Step on the “Gas”! 


Now Is the Time to Use Ail Your Power 
By FRANK FARRINGTON 














l'riend wife was learning to drive the ca \t least but they don’t open the throttle up wide. ‘They shift 
she was still somewhat inexperienced in handling into lower speed and more force, but they wait too 
under unusual conditions long before doing so. Now that you think of it in 
\Ve were going over a soggy, country dirt road and that way, can't you pick out business men who have 
a particularly muddy stretch made it necessary to got into financial difficulties in the past few months 
get into second speed. In spite of the shift, however just because they tried to stick to boom period high 
we kept slowing down, going slower and slower, and speed too long? 
n expanse of regular gumbo ahead gave me a visio1 (Of course, there are some men in business who are 
of our car stuck fast and not business met 
the two of us wading are foredoomed to tatlure 
ashore \Wifle was doing lo continue out ome 
the best she knew how bile driving iwure ( 
but she wasn't giving it speech, as a cha 
power enough to pull aR ee ' such a man might be 
oe How about pulling out of Pui ter 
iil ud? ‘ - CYoOOd MATHE! \ ( i ' 
“Ste on the gas!” : 5 i a : count those en out « 
DS gy ang owe kl the mud right now? How * 7 
l ner all L ( iny id Of Dusine ta 
or Keep going" rbout ste . g 7 the io _ eS because thev have 1 S 
it was a case where the avo ‘ epping On ile Las ST TO EP LODO 
only wav to keep going —_ D) 4 
, ) id and catching up? You can do 
was to keep going good g up How About Your 
and plenty. Lo hesitate in “2 of . Busi 3? 
ee ee ee ee it if you only will. Make up a 
there. She shoved the ac “ He | 1 you busi 
" ‘ , wane W about your bus 
celerato: agown to I youl mind to pul ovel that ness? Has it slowed 
footboard and t! e wheels = = F down? Is business slow in 
a es : dificult sale to-day. If you ni is business slow in 
spun in the mud, but we = - ‘ - coming back after the big 
kept moving. At the most : : , ; slump that 1 ° 
ot eae gia «Aga wail 0, business is going to : ee ee pee 
critical point, where the do, e ‘ is. Song to pick into history? What are 
mud was deepest and ae y . vou going to do about it? 
up right Now.— FEY SOONE 0 oO SHous 7 
where we either stuck or p 5 7S Editor I have seen some busi 
pulled out, | reached over ness men who, when bus 
and retarded the spark for iness slumped, reduced 
~ Oo } . ioe 
her, and we got by. their expenses to a mini 
Power, more power, mum, stopped trying to 
most power, all we had, get business, concluded 
and then just a little more on top of that, and we got that trade was dead, and settled down to wait until 
onto more solid ground. That is what power 1s tor. things changed. 


The last ten or fifteen or twenty horse-power in the You know what that means. It means that those 
engine of your automobile are there to use in the men felt able to mark time for a while. and thev 
emergency. You don’t need that full power in ordi- planned to leave it to somebody else to bring condi 
nary driving, but when you want it, you want it tions back tonormal. When business came back they 
badly, and if you don’t know how to use it and if you would step in and profit by its return, but they 
don’t use it, you stick fast. planned to do nothing to help bring about that re 

There are business men, I suppose, so well sup turn. If everybody followed that plan business would 
plied with capital and brains and foresight that they never get back to normal. Business returns to nor- 
never get into any tight, sticky places where there is mal because the ambitious, energetic, alive business 
a question about their ability to drive right on men, the good citizens, go after it and bring it back. 
through on “high.” Dull times, buyers’ strikes, heavy ‘The fellow who will do nothing to help is like the 





financial going, conditions like those of the past win- 
ter might not worry them. They might not even have 
to shift their business gears. Much as we would like 
to be, we are not at all in that fortunate class. 

There are few who do not have sufficient horse- 
power, enough driving energy, enough gas, to push 
through if they will use everything they have. Men 
seldom fail for lack of sufficient reserve force. They 
fail because they lack the energy and the determina. 
tion to use that force. They step on the gas a little. 


fellow who did nothing to help win the war but has 
ever since November 11, 1918. been telling about how 
we licked the Germans. 

Some time in the fall or winter you probably 
shifted into second, or perhaps into low speed. That 
is, you eliminated certain expenses that contributed 
only to show, including persona! and family expenses, 
and you put your energy into keeping your business 
going strongly rather than into spectacular bursts 
ot speed. 
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Now vou are looking ahead. You have puiled 
through the hardest plugging and you want to get 
out of the mud and on solid going where you can 
shift back into “high” and sail along again. 

Well, what do you do before you shift into high? 
You give her the gas, don’t you? You speed up in 
second and you make sure you have enough momen- 
tum so you can hold your speed after you shift. 

Time now to step on the gas! 

Put into effect every business producing force 
available. Shake the lethargy out of your own sys 
tem and out of your organization. Get the whole 
crew livened up and into a fighting moed. This year, 
1921. will not reward fighters if they do not fight. Be- 
ing in full view of a good road ahead, and having 
seventy or eighty horse-power in your engine to get 
you on to that road will not do anything fer you if 
you do not step on the gas and put the power to 
work. Half an effort 
will only leave you stuck 


be brought to the front and used. Unless you are 
different from most of us, you have back in your brain 
ability you have not used. You have not done your 
damnedest, though you have done very well indeed. 
It is the same with all your force. 

Doing fairly well, doing as well as the average, do- 
ing as well as you ever did; all that is not enough 
not if you can do still better. 

This applies particularly to advertising, and adver- 
tising is the real gas that drives your business motor. 
Now is the time to step on the advertising gas. 


Business Is Coming Back 


3usiness is coming back and it is advertising that 

is bringing it—advertising backed by hard work. 
You know of some concern whose business is not 
coming back. It is still sagging with no real reason 
as far as the actual con- 





in the mud. Laman LYN. 

You may have had to 
reduce your force of em- 
ployees. You may be 
contemplating reducing 
it further. It is just pos- 
sible that before dis 
charging any more help 
it might be worth while 
to see whether some of 
those you might let go 
can be used to produce 
business. Perhaps there 
are men in the plant or 
offices who might be 
willing to try selling or 
demonstrating or adver- 
tising or business getting 
work, in order to retain 








dition of their market is 
concerned. The reason 
why business is not com- 
ing back for those con- 
cerns is that they are 
waiting for business to 
get better to provide 
them with the money for 
advertising. They are 
going to step on the gas 
just as soon as they get 
to going faster. There 
is a good chance of their 
sticking fast in the mud. 

There are plenty of 
buvers in vour line and 
you can increase the 
number by constructive 
work. Whatever the rea- 
sons for buyers not buy- 

















their jobs. With the 
number of unemployed 
increasing, there is a 
good chance that your 
employees will be willing 
to make some temporary 
sacrifices to help get the 
business back into high 
speed again. Employees 
are not going to be as 
fussy about what they do as they have been for the 
past few years. 


More Punch Needed 


These are days for putting more punch into sales- 
manship. If it is harder than usual to make sales, 
the salesmen ought to be in a frame of mind to be 
willing to listen to any selling suggestions you can 
make to them. Take advantage of their need of help 
to give them help. You have sometimes found sales- 
men inclined to ignore appeals to them to better their 
selling work, to study out the scientific side of it, to 
take more pains and to work harder. Come right out 
with evidence to the salesmen that the success of the 
business and their actual jobs depend upon their 
being able to sell, calling attention to the fact that 
the old methods no longer are sufficiently effective. 

This is a time when all the reserve talent for sell- 
ing, for promoting interest, for advertising, ought to 





Don’t shut off the gas and wait for the 
mud to dry up 


ing, vou ought to find 
them out and consider 
how advertising may 
overcome them. There 
are some buyers who 
have slowed down on the 
buving simply because 
the sellers have shown 
that they expected it. 

The answer to the 
problem of the man who finds his business slow is— 
advertise! Give her more advertising gas! 

Good advertising right now all along the line, 1ust 
when the wheels of business are getting out of the 
deepest of the mud hole and taking hold on solid 
ground, will produce results. The house that goes 
in strongly for suitable advertising at this point, is 
going to get the jump on his competitors. [le is go- 
ing to be out of the hard pulling and into ‘*high” and 
speeding away while the other fellows are still strug- 
gling through the mud. 

It is a mighty slow way, waiting for the mud to 
dry up, and the driver satisfied to take that method 
of getting out of it might die in his tracks. He cer- 
tainly would be worse off from loss of time and from 
depreciation through standing still, waiting, than he 
could possibly be through spending money for ad- 
vertising. 

Use all the power you have, down to the last drop 
of gas--anything to get out and under way. 














May 7, 1921 


AMERICAN GAS JOURNAL 107 








ELBert P. CALLENDER, Pres. 





American Gas Journal 


SIXTY-FIRST YEAR 


Published Weekly by AMERICAN GAS LIGHT JOURNAL, INC., 150 Nassau Street, New York, N. Y. 


S. G. Krake, Vice-Pres.-Treas. 


WALTER A. FAIRSERVIS, Editor 


Subscription $3.00 per year, including postage in the United States, Mexico, Cuba, Porto Rico, Hawaii or the 
Philippines; in Canada, $4.00; foreign, $5.00—Single Copies, 10 cents 


A. M. Greason, Sec’y 














Contents of This Issue 














| As the Journal Views It | 














BOOOUUINNNIUSNUUELGAH SSE LN | wnt ' MMM ' mn , 


“TRE Fianpest Sate I Ever Mape’............. 397 


STRIKING THE NEw Note IN GAs MERCHANDISING 
— py C. E. SHARPNER ..... ce csccsecce. a 
CLINCHING THE SALE BY ADVERTISING—By L. W. 
ALWYN-SCHMIDT 


See pee get Nore ee tee ea ON 401 
Don’t ALLow FAMILIARITY TO BECOME CONTEMPT 
ee Os ee RI care ce Ci abv ween eadens LOS 
STEP ON THE “Gas” !—By Frank Farrincton... 405 
EDITORIAES: . .6ic5/0..dd0e% ; eta ee 103 
PropER MAINTENANCE OF LIGHTING INSTALLA- 
TIONS Necessary—PBy Cuartrs E. Broop.... 409 
Pusiic Utinities Securities Marvet Report... 412 
NEWS OF THE GaAs INDUSTRY eT ee 


UBUMAUNAULLUNUUNUVOLUAGHOCUN TVG TRONS tL 


AAUUUDACUAATHTYSSPL A TOUDAUA LAA DAU AAMAS 


A Bright Outlook 

That there is going to be a demand shortly for all 
kinds of domestic burning, consuming appliances is 
indicated in reports of building activities throughout 
the United States, and it only remains for the alert 
salesman to take advantage of this market in order 
for him to bring up his sales total to a very respectable 
figure. 

No one can deny that we have been passing through 
one of the most trying and critical periods in the com- 
mercial history of the company, and it is one of the 
wonders of the world that a panic was averted. But 
this period of deflation, at least so far as the manu 
facturing and wholesale business is concerned, is prac- 
tically at an end, and it only remains for those who 
retail articles to adjust their prices according to present 
costs for business to resume its normal and natural 
trend. 

The fact that building is not only contemplated but 
is actually under way in so many sections should en 
courage salesmen to get out and get their share of 
business, for it is there and it is only a question of 
meeting competition. Competition, it would seem, is 
going to be found in the question of price, and this un 
doubtedly is going to be a big factor in the placing of 
orders. But quality also is going to count. During 
the war and the immediate period following this ques- 


tion of qualitv was not raised. Rather it was only a 


question of being able to obtain the goods at no matter 
what figure for even the poorest quality. Now, when 
a man spends a dollar he demands that he get the best 
for it. 

This question of obtaining the highest prices fo" 
poor quality had a very splendid effect in one way 
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it taught the value of buying the best. That is going 
to have its reflection in the buying of appliances, for 
people are not going to be satisfied with any article 
because it will do part of the work for which it is in- 
tended. The public will want only the best and will 
Rut—and here is the nubbin 
of the whole question—it will not pay double for any 
article, no matter what its value may be. 

The far-sighted salesman, however, will not allow 
the question cf price to interfere to any great degree 
in his determination to do business. There are so many 
other considerations entering into the sale of appliances 
that he will be able to meet competition and make sales. 
Take, for instance, the question of service. That is an 
all-influencing factor. Yet how many salesmen are 
there who really know just what service their company 
is capable of giving? Have they investigated? Per- 
haps some have, but many are in total ignorance of the 
lengths the average company will go to in order to 
satisfy the purchaser. 

We have never found a definition of service that has 
been appealing to more than one man, because we all 
have different conceptions of what service really is. 
And this condition is due, it seems to us, to the fact 
that service to most of us means what the other fellow 
can do for us and how he can help supply our par- 
ticular needs. 


be willing to pay for it. 


3ut, after all, salesmen must get out and sell. Hang- 
ing around the office and complaining that business is 
poor is not going to improve it. The one way to start 
things going for each one individually is to call on the 
greatest possible number of prospects each day. It will 
soon be a matter of only classifying the different pros- 
pects as to when it will be possible for you to do busi- 
ness with each one. 

Recent'y a piano manufacturer with a sales organi- 
zation that covered the entire nation found that, de- 
He 


checked up and found that the first rule of his com- 


spite his best efforts, business was falling off. 


pany for salesmen—the ringing of so many doorbells 


each day—-was being obeyed to the letter. He studied 
the problem fur some time, consulted with branch sales 


managers, and finally declared that the number of calls 


of each salesman must be increased ‘50 per cent. Natu- 
rally there was a cry of anguish from the men in the 
field. They declared it couldn’t be done. But he 


The results 
The sales tumped at once, and 


finally persuaded some of them to try it. 
were almost m 


when those salesmen who had lagged behind saw what 


agical. 


was being accomplished they took their cue and jumped 
in. To-day the sales of that company have equaled the 
first four months of their best year and the prospects 
are for a record business for 1921. 

Now, this was accomplished by doing what was pro- 
But back of the de- 


termination was the spirit that wins. 


claimed to be utterly impossible. 


That is the spirit that we want in the gas appliance 


sales business. If we are willing to double our efforts 
and actually get out and sell as we never have sold, 
then there can be no doubt as to the result that will be 
obtained. By hustling right now we have the added 
advantage of getting into the market just as it is open- 
ing up and when the greatest possibilities are there 
This getting the jump on the other fellow is not going 
to be a hard job, but it does mean close application to 
business. 

A little later on even the laggard,is going to realize 
that business is being done, and he will get out after 
his share and he is going to increase competition just 
that much. But if you have beaten him to it and have 
reached every possible prospect, he is not going to be 
able to get one-half of the business that you will get. 

Use every bit of ability that you have to sell and the 
results will be surprising to you. It has been a strange 
but nevertheless true fact that some salesmen have done 
more business this year than ever before, while others 
have done half. We don’t think that anybody will have 
to search very far to find the reason for this condition. 
It has been the get-up-and-go fellow what has accom- 
plished things, while the other fellow has been content 
to allow things to slide along in any way, in many cases 
thankful that he has been allowed to remain on the pay- 
roll. 





Getting the Trade of the June Bride 


A very effective way of calling their house fur 
nishings to the attention of the June bride and all her 
friends was adopted by Stavnows, Los Angeles, Cal 
They offered a gas range as first prize, and a refrig- 
erator as second prize to the June bride receiving the 
greatest number of votes up to June 1. Any girl to 
be married in June was eligible; any person could 
enter any cligible name, and give her one vote; all 
votes must be cast on a ballot furnished by them. No 
purchase was necessary to enter a name or to casta 
vote. They depended solely upon the publicity that 
they knew would be given their lines by the contest. 
The prizes were displayed in the show window. and 
cuts of them were also run in their newspaper ads, 
and soon all the town was talking of them. 





Gas Light 200 Years Ago 


Gas light can be traced back more than 200 
Mr. Shirley, in 1669, attributed a burning well at Wigan 
to the presence of coal underneath it. Just about this 
time a Mr. Clayton procured gas by distilling coal. 
Practical lighting, however, came very slowly. In 1792, 
a Mr. Murdoch illuminated his house with gas light, and 
a very poor show it is said to have been. He lived at 
Redruth, Cornwall. 

In 1802 Birmingham, in celebration of the peace of 
Amiens, brightened up a large factory with gas light. 
Thousands journeyed to see the wonderful s'ght—which 
led to gas works being established at that place and in 
Manchester and Halifax. !n 1807 a German succeeded 
in lighting up one side of Pall Mall with gas. His name 
was Winsor. The first London coal gas company was 
Indianapolis News 


vears. A 


incorporated in 1810. 
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Proper Maintenance of Lighting Installations 


Necessary 


Only Way in Which Good Service Can Be Given 
By CHARLES E. BLOOD 


Springfield Gas Light Company, Springfield, Mass. 


Good maintenance is the most important part o: 
good gas lighting service, and it pays exceedingly 
well for the small investment of labor and materials 

\Vater and soap is cheaper than gas. ‘The regular 
maintenance of gas lamps and cleaning of reflectors 
also side walls and ceilings and other lighting sur- 
faces, is also so very necessary that no gas company 
can afford to neglect it without the consumer suffer- 
ing financial loss of light 


wood-working shop and foundry, the dust on the 
lighting installations will absorb so much light that 
at the end of twenty days the useful gas lighting will 
be only half of its original value. Not only does the 
dirt and dust collect upon the gas lamp globes, but 
it will slowly deposit upon the under surfaces and 

crevices of the enameled reflectors and stack. 
Fumes of all kinds may leave a tarnished film that 
requires thorough wash- 





and production returns — 
and dissatisfaction with 
the system. Let the gas 
company care faithfully 
for the lamps and the con- 
sumer be influenced to 
clean side walls and ceil- 
ings, also to paint in the 
lighter shades so that nc 
possible reflecting surface 
shall be lost 

Dirt ard dust are great 
absorbers of light. and no 
matter how efficient the 
original gas lighting sys- 
tem may be, its effective- 
ness will depreciate stead- 
ilv and surely if the lamps 
and the reflectors, the side 
walls and ceilings are not 
gO ment. — Editor 

This cleaning business 
is seldom appreciated to 
its full value. In the final 
analysis, it is the light on 





The value of maintaining light- 
ing installations certainly is 
brought home vividly by Mr. Blood. 
It’s this kind of service that is | 
going to produce more lighting || \2mps. . lf for example, 


this is a proposition that belongs» 
squarely up to the Sales Depart- 


4 ing with diluted ammonia 
| or a hot soapy solution to 
remove 

| In many of the finer 
classes of installations it 
is probable that some- 
what decorative or elab- 
orate lighting fixtures 
will be found which usu- 
if ally are affected still more 
| by lack of proper atten- 
tion than are the gas arc 


the semi-indirect lighting 


business, and it seems to us that || »w's are employed, they 


will not only retain the 
deposits of dust, but 
which is more serious, 
will not show the dust un- 
til it slides down into the 
bottom of the bowl. 
Cleaning the bowls by 
thorough washing  pro- 
duces gains in lighting 
values of almost 30 per 








the work for which 
money is spent or, ex- ; 
pressed in other terms, the quantity and quality of 
the output of manufactured goods per dollar of light- 
ing expenditures, and the neglect of the gas lighting 
equipment for only a week or two will reduce the 
lighting and consequently the output by value far 
vreater than the cost of cleaning and maintenance 
can ever amount to. The truth of this statement 1s 
incontestable, and is agreed to by every gas manager 
who sooner or later studies this “pocketbook prob- 
lem” of his consumer. 

The neglect of gas lamps in industrial plants is 
more common than in most other types of installa 
tions, and this neglect in the factory has a more se- 
rious effect than in other cases. 

From facts secured by tests show that the useful 
lighting falls off from day to day as the dirt is allowed 
to accumulate undisturbed. If the initial lighting 
shows five-foot candles when the lamps are clean. it 
will drop to four-foot candles after twenty days, and 
three-and-eight-tenths-foot candles after a little over 
a month. From various actual tests, it was found 
that the loss of light was from 15 to 20 per cent after 
a period of two weeks. In the average machine and 


cent. 

\ll gas lamps and al! 
electric lamps are affected by dirt, and it is a mistake 
to expect to find any lighting system but the sun that 
can be installed and forgotten. 

Naturally, some gas lighting fixtures suffer greater 
losses in efficiency than others. But even with the 
best of gas lighting equipment or electric. either, un- 
der the most favorable service conditions it is safe to 
expect that there will be a loss of 10 per cent at the 
lowest after two weeks’ operation. Thoughtful and 
thinking gas managers will always anticipate some 
reduction in efficiencv—a slight depreciation due to 
aging of mantles and lamps, and a much greater loss 
due from déposits of dust—and they will, recommend 
to the consumer a gas lighting system from 20 to 2? 
per cent greater than would be necessarv if there 
were no losses of this kind. 

Some gas managers assume that it is cheaper to 
allow the gas lighting values to be reduced. than to 
go to the expense of proper maintenance under a 
systematic supervision and cleaning, but this is an 
erroneous belief, based too often upon ignorance of 
how great are the lighting losses and upon doubt of 
how easily the gas lamps and fixtures may be cleaned 
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if a careful scheme of maintenance is worked 


and followed. 


out 


Two Weeks Average Cleaning Period 


The average period of cleaning for good service 
is about once every two weeks in moderately clean 
plants, and perhaps once a month in most large fac- 
tories. Strange to say, the dirtier the plant opera- 
tions are and the greater the need for cleaning, the 
longer are the periods between the visits of the 
cleaner. 

[It is a mistake to wait until the gas lamps appear 
dirty from a casual observation before cleaning them. 
Dirt deposits being slow and uniform, the insidious 
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The neglect of the gas lighting equipment for only a 
week or two will reduce the lighting and 
consequently the output 
effects are scarcely noticed as the workman gradu- 

ally inure themselves to the less and less lighting. 

\ study has shown that it takes the average gas 
man five minutes to place a ladder, remove the globe, 
wash and dry the average globe, replace broken man- 
tles and pass on to the next lamp. Close study of 
efficient movements, such, for example, as removing 
globe and passing to second gasman on the floor, and 
placing on the gas lamp a globe that has been pre- 
viously cleaned, can materially speed up the entire 
operation. 


Keeping a Card Record 


A card record can be kept of all replacements, such 
a card being carried in a convenient book. 

The total expenditures for gas lighting in a factory, 
shop, or mill that uses the majority of its lighting 
during the working day can be said to average 5 per 
cent of the total overhead expense, exclusive of 





The dirtier the plant operations are and the greater 
the need for cleaning, the longer are the periods 
between the visits of the cleaner 
wages. An average of 4 per cent of this total wil! 

cover all cleaning and maintenance costs 

Of course, “if you don’t care for gas lighting and 
what your factory installations look like, why spend 
anything to keep them clean?” A brief calculation 
will answer that question. It is usable light that is 

A study has shown that it takes the average gas- 
being paid for by the gas consumer and if you do not 
maintain his gas lamps to their highest and best effi- 
ciency, you are depriving the consumer of light that 
he is paying you for and has a right to expect to get. 


An Example 


Just for example we will say that the consumer 
is using gas light and maintenance to the amount of 
$20 per day, say $500 per month. Now if the neglect 
of the maintenance and cleaning will reduce the effi 
ciency, or the amount of light, to 75 per cent or les: 
of its full possible value, this actually represents a 
financial loss of one-quarter of the amount paid the 
gas company for light and service, or $125. ‘The cost 
of properly cleaning the entire installation would not 
be over 5 per cent, so that each month it would only 
be $25 and we have useless waste of $100 


Real Economy 


In practising economies through cleaning of the 
gas lamps themselves, the gas manager must not 
overlook the advantages of using his influences to 
have the factory managers use the lighter shades of 
colors for their reflecting value, it is a good invest- 
ment for the factory manager to paint in the lightest 
shades possible and to keep the efficiency up by fre 
quent washing or repainting the reflecting surfaces. 

It is not possible in this article to give considera- 
tion to the details of how to clean different types of 
gas lamps but the manufacturers will be glad to fur- 
mish these instructions. 
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Changing the Sale by Advertising 
(Continued from page 402.) 


campaign in such a case is better followed up by a 
personal visit preceded by a letter, announcing the 
call of the representative. This refers, of course, 
only to the private consumer. Conditions are some- 
what different in the case of the industrial consumer. 


To complete at first the plan for the private con- 
sumer it will be necessary to give the private con- 
sumer also something stronger than a mere receipt 
slip campaign, and two letters, one the principal and 
a follow-up may be included advantageously in the 
season’s campaign, timed to run approximately in 
such a manner as to fill the gap between the first and 
second set of newspaper advertisements. Both these 
letters must be strong sales letters. They will be re- 
quired in a comparatively large number as they go 
to all private consumers 


Industrial Consumer Requires Special Treatment 


Discrimination has to be used in the case of the 
industrial consumer and the industrial prospect. It 
must be considered that the amount in hand for the 
campaign is comparatively small and that it should 
not be wasted. This brings up the question whether 
it is necessary to worry at all about the concern which 
is already using gas for industrial purposes. The 
actual industrial consumer requires no additional in- 
centive to use gas, nor is he a very good subject for 
larger sales. What he wants is always to save on his 
gas bill. So he is better served by an occasional visit 
of an expert of the gas company with a view to study- 
ing his personal well-being. Such a visit is more 
likely to bring results in equipment sales than an or- 
dinary letter. As he is a good customer it certainly 
pays the company to keep up the connection in this 
manner. 

tis a different matter, however, with the prospec- 
tive industrial consumer. He also requires personal 
attention but a letter campaign can be very well con- 
ducted in his interest and brings good results with a 
comparatively small outlay. Like in the case of the 
private consumer he has seen the general press 
campaign and has now to be worked more _ indi- 
vidually. To give the campaign this individuality it 
is necessary to classify the individual industrial pros- 
pects according to their particular trades. Fach 
group of trade then must have its special letter, deal- 
ing exclusively with the wants of that group. Letters 
in groups of twenty may be required for that purpose 
They also should be worked out beforehand and may 
be built upon a common approach leading over to the 
special interest of the prospective reader. The more 
specified the letter the better the chance for a suc- 
cess. Each of these groups of letters must be followed 
up by one or even two letters. The third letter may 
be timed to fall in with the ending of the campaign 
after, say, a complete run of two months and a half. 


The Crucial Point Reached 


The crucial point of the attack is now reached. The 
sales success to date may have been just ordinary. 
The chances are that sales will increase with the 


repetition of each indivdual campaign as the effect 
of all such campaigns is cumulative, each former cam- 
paign giving added strength to the following one. 

This is the time when the wavering prospect must 
be influenced to the point of a decision. 


Getting Away With the Order 


The preceding phases of the campaign will have 
shown in which direction there is most interest and 
which are the weak points of the market. I have 
found that a carefully kept sales record during such 
campaigns shows invariably new market tendencies 
that have appeared during the campaign and are in 
most cases influenced by the campaign. Any well 
conducted advertising will set into motion sales forces 
of a peculiar character and not dependent upon the 
principal object of the campaign. So a general cam- 
paign for the use of gas brings often to the fore 
ground a demand from some unexpected source 
which, when followed up, leads to a lot of new bus- 
iness. So the necessity arises to replan the last lap 
of the campaign and to rewrite part of the prepared 
advertising material. This necessity of rewriting, 
however, should not detain the advertiser from mak- 
ing his complete plan in the beginning. There will 
remain sufficient of the original idea as to make 
necessary retention of a great part of the original 
matter. But in the interest of punch it is absolutely 
essential that the campaign should be brought to its 
logical close. 

This logical close is a clear-cut invitation to do a 
specific thing, like the purchase of a gas iron, a gas 
stove, or a new lighting fixture. In the industrial 
field it will possiblv be a special offer for the most 
promising industries. 


For Private Consumers 


A prospectus and some newspaper advertising may 
do the trick in the case of the private consumer. The 
industrial consumer should receive a completely laid 
out tentative plan for employing gas in his factory. 

The use of this method of a straight offer is based 
upon a well tried out principle of advertising. Gen- 
eral follow-up publicity weakens the resistance. The 
final offer crystallizes the sleeping desires of the pros- 
pective customer into a plan of action that he can 
follow without the trouble of selecting such a plan 
himself. 

The method is eminently successful in interviews 
and is one of the reasons why so many executives dis- 
like to give personal interviews to good salesmen! 
Its application in an advertising campaign is impaired 
somewhat by the fact that the customer has to be 
dealt with as a members of a group and that, there 
fore, care can be taken of the personal factor only in 
a secondary manner. It is, therefore, desirable that 
the final campaign should be arranged in a way to 
permit the breaking up of the special appeals into a 
number of group offers, each offering a separate in- 
ducement to one group. If Mrs. Smith has bought 
a gas iron a year ago i is not likely to buy another 
one again during the present campaign. So a gas 
stove may appeal to her more. 

It is the increasing splitting up of prospects into 
groups and fitting the offer to the needs of each which 
makes for success in such reasoned advertising cam- 
paigns. 
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Public Utilities Securities 


Report 


Market 


Prices of Representative Gas Bonds 


(Quotations furnished by The National City Company) 


Market— 
May 5, 1921 
Company Issue Maturity Bid Asked 
American. Lt. & Trac. Cees ccs Five Year 6s....... May 1, 1925 89 89! 
Brooklyn Union Gas Co..... -ee First Consol. 58....May 1, 1945 764%, 77} 
Columbia Gas & Elec. Co....... ferry erees 1, 19 8 4 
Consol. Gas, Elec. Lt. & Pr. 

“Co. of Baltimore........ First Ref. 74s..... Dec 1, 1945 98 9914 
Consol. Gas, Elec. Lt. & Pr. Co.. General 4%s.......Feb. 14, 1935 75 7614 
Consol. Gas Co. of New York...Sec. Conv. 7s...... Feb. 1, 1925 10144 10156 
Consol. Gas Co. of New York... One Year Sec. 8s... De 1, 19 100 

New Amsterdam Gas Co...... First Consol. 5s.... Jat 1, 1948 
Denver Gas & Elec. Co.......... Gen. (now Ist) 5s..May 1, 1949 $1 83 
Detroit: City Gas Co. .2 cess a” ee see Ja 1, 1923 91 93 
Equitable Illum. Gas Lt. Co. of 

PEE. sceossuactwan ge | een ee Jan 1, 1928 94 16 
Hudson County Gas Co......... PitRt BSc ccccccnccecOv. 2, 1060 74 77 
Laclede Gas Light Co..........-. Ref. & Ext. 5s.....4 Apr. 1, 1934 774 75 
Louisville Gas & Elec. Co....... First & Ref. 7s..... June 1, 1923 94 95% 
Michigan Light Co.......... cooe Favat & Ref. Ss..... Mar. 1, 1946 70 75 
Milwaukee Gas Light Co........ Se ae May 1, 1927 80 82 
Pacific Gas & Elec. Co..... ccc. Gen. & Ref. 5s..... Jan 1, 1942 77 77 
Pacific Gas & Elec. Co......00 Col. Tr. Conv. 7s... May 1, 1925 96 97 
Pacific Gas & Elec. Co...... ses wiet & Ret Ts... Dec. 1, 1940 98 99 

Cal. Gas & Elec. Corp......... Unif. & Ref. 5s..... Nov. 1, 1937 85 87 
Peoples’ Gas Lt. & Coke Co..... Refunding 5s.......Sept. 1, 1947 1 72! 

Chicago Gas Lt. & Coke Co... First 5s............ July 1, 1937 72% 75 
Portland Gas & Coke Co........ First & Ref. 5s.....Jan. 1, 1940 75 77 
Seattle Lighting Co....... seid aie Refunding 5s....... Oct. 1, 1949 65 67 
Southern California Gas Co...... First 6s........... Nov. 1, 1950 83 85! 
United Gas Improvement Co....Two Year 8s....... Feb , 1923 98 98% 
Utica Gas & Electric Co........ Ref. & Ext. 5s..... July 1, 1957 75 78 
Washington Gas Light Co...... » General G6......000. No 1, 1960 78 79 
Western States Gas & Elec. Co. 

of California ........... First & Ref. 5s..... June 1, 1941 74 76% 











Trying to Force M. O. Plant 
in Atlanta, Ga. 

No definite action regarding the 
establishment of a municipally owned 
gas plant in the city of Atlanta, Ga., 
has as yet been taken, though the 
matter is still hanging fire before the 
City Council. A_ resolution intro- 
duced some time ago which had as 
its objective the effort to get the 
Georgia State Legislature at its next 
session to enact laws providing for 
the purchase by municipalities, either 
by “negotiation” or “condemnation” 
proceedings, of privately owned gas- 





producing plants in Georgia, was re- 
ported adversely by the ordinance 
committee of the council. The word 
“condemnation” may be stricken out 
and another effort made by the coun- 
cil to put the resolution through pro- 
viding for purchase by negotiation 
only. This matter is still being con 
sidered. 

The whole controversy developed 
several weeks ago when the Georgia 
State Railroad Commission granted 
the Atlanta Gas Light Company an 
increase in its rates. Since that time 
there has been more or less agita- 


ablish 


owned FAS 


tion locking toward the est 
inent of a municipally 
\tlanta, 


papers have not given the matter 


plant in but lately the 1 


ieWS 


‘eat deal of attention Phe .ltlanta 


' 
v 
Georgian 


and simerican, the Hearst 
owned papers in Atlanta, some time 
ago began a campaign to get the city 
either to build its own gas pl nt or 
to purchase the properties of the 
TeSel rrivately owned company. 
\n investigation relative to pro- 
cu tron costs has re ently heen m ice 
by |: \i Price, a £aS expe rt, while 
n appraisal of the gas company’s 
properties 1s 1 being made by an 
uditor, the railroad commission tal 
ing this action with a possible view 


to reopening the Atlanta gas case. 
No definite action 
both reports have 
pleted and filed, 


not pe 


will be taken until 


hese been com 


and the findings wil! 
made public in either case 


until that time. 


Demonstrated Quality of Gas 

\ practical demonstration in an 
effort to show that the quality of 
gas used by the Providence (R. I.) 
Gaas Company is of the best obtain- 


able for use by the public was given 


by F. C. Freeland, an engineer from 
the gas company, at the regular 
meeting of the Oakland Improve- 
ment Association held in the Rug 


gles Street school on the evening of 
\pril 26. Mr. Freeland was accom 
panied by Ralph W. Eaton, public 
service engineer of Providence, for 
the test, which was an extensive il 
lustration of the quality of the gas 


furnished by the Providence Gas 
Company. 
Recently the Oakland Improve 


ment Association sent a protest to 
the Providence Board of Aldermen 
in connection with the gas being fur- 
nished Providence, claiming that it 
was not up to the best quality ob- 
tainable. The test was an effort to 


demonstrate before members of the 
association and the public that the 
gas is not detrimental in any way to 
the public interest. 
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Holds 80-Cent Law 


Court 


° 
Invalid 

Brooklyn, N. Y.—Federal ludex 
Julius M. Mayer on May 3 con 
firmed the report of Speeial Mas 
ter James G. Graham holding the 
SO-cent is L\ o.1 conns 
an efor n 
it th i tne « 
tion of fixing a te 
the ney ‘ ~ ( ( 
1; 7 k v1 

it W it! t ( 
t] e | 
ly { (y ( yl ( 
brot ( ‘ | 
t TN VW e w l eved 
propel d fi I ta IN to 
effect w e new con ssion 
Col. \W " 1) couns¢ 
f 1 the compan Sal this « ld be 
done after May 9%, the date set by 


Judge \M ivel for the settlement of 
the degree in final form. The filin 
of the new rate with the Public 
Service Commission would. bri 
the subject formally before that 
group which under the new law, 
chapter 134, laws of 1921, has pow- 
er to raise or lower gas rates re- 
gardless of prior statutory provi 
sions 

Judge Mayer, in his confirmation 
memorandum, referred to the fac 
that the Public Service Commis 
sion, prior to the enactment of the 
new law, had power to increase a 
rate beyond the statutory charge, 
and said: 

“As has been frequently stated, 
this court will not fix a rate. Its 
duty ends when it determines 
whether or not the statute is con 
stitutional, so far as concerns the 
plaintiff. The power to-fix a just 
and proper rate now rests with the 
commission created by chapter 134 
of the laws of 1921 of the State of 
New York.” 

In commenting upon Judge Gra- 
ham’s report the court upheld it in 
every detail, referring to at least 
one instance in which the court 
would have been more generous 
than the special master toward the 
company. This was the rate base 
with regard to which Judge Mayer 





said he would have been incline 
to have increased the figure. “but 
as there is no exception by the 
plaintiff, | will leave it where the 
master placed it.” the court added 
Judge Maver disposed of the argu 
ment over the contingent fund 
claimed to have been S1?.000.000 ). 
by saving that if there had bee 
uch a fund in actual cash it mig 

e been considered as a fund to 
be de the compan ( 
pres aq ti Dut that since 

y ( nts Ope 

by le } , 

Ya ] t+ bh y sidere 
S ster’s co 
te 

President James H. Jourdan, of 
the Pre lvn Union Gas Company. 
declined to discuss the determina- 


tion of Judge Maver or to indicate 


what the new rate would b: It 
has been indicated recently that 
would be somewhere between $1.40 
and S1.50 per 1,000 ft It is $1.10 
at present 


Plant Is 

Money 
Ironwood, Mich.—AlIthough a 

rate of $2 is charged for gas in 


Municipal Losing 


Ironwood as compared with as low 
a rate as $1.35 in other Upper Pen 
insular cities, the gas plant here is 
losing money at the rate of S1,000 
a month, according to Mavor 
James A. O'Neill, who has appoint 
ed a committee of three members 
of the city council to conduct an 
investigation. The committee will 
attempt to devise ways of increas 
ing the revenues of the gas plant 
sufficiently to avoid increasing the 
rate. The plant is municipally 
owned. 


City Seeks to Enter Gas Case 


Washington, D. C—Argument 
was heard in the supreme court 
\pril 29 in the case of the City of 
New York, appellant, against the 
Brooklyn Union Gas Company. 
Vincent Victory, assistant corpora- 
tion counsel, appeared for the city, 
and \WVilliam Dvkman of Cullen 


& Dykman filed a brief in behalf 


of the appellees 
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iS S<t<T<D<) ps ath f 
Ie | Hh 
~ Fea 
I} Cast Sa mas oft the s( 
cent gas case, the constitutionalit 
of which is to be argued finall 
(ctober. The argument concerned 
an appheation of New York | 
to beco1 e a partv to the Broo! 
l'nion Gras case on the gro i 
the franchises grant b 
ner < tv of Brook] nto ( 
V1 | 110 ( Ss Comp 
ithe affiliated compa COI 
uned impir co ints tl] t 
con nies 1 st suppl y 
ers ) ible r | 
con d ' »\ \1 Vi Té \ t} 
SUCCEeESSOTI of thre rO M¢ \ 
Bro vn the (1 tf \ew 
was, 11 ler tft] sf ont ( 
trustee ¢ the 1 Optic ( hore 


and under the code of civil proce 
dure was a necessar' party TO 
ult 


Lewis Receives Satdinttnn 


\s prophesied in the JouRNAI 
last week, President Harding has 
nominated Ernest I. Lewis, chan 
man of: the Public Service Commis 
sion of Indiana, to be a member of 
the Interstate Commerce Comm 


sion. The nomination also has been 
reported out favorably unanimously 
by the Senate committee to which it 

sent, and it was asco as 
ertain in Indiana and Washington 
earlier this week that Mr. Lewis 
would be confirmed, probably unan 
imously, by the Senate. Speculation 
is rife in Indiana as to whom Gov 
Warren T. McCray will name to 
succeed Mr. Lewis on the public 
service commission of that State. I' 
is practically a foregone conclusion 
that John W. McCardle. a member 
of the Indiana commission. will be 
elected chairman of the board in 
Mr. Lewis’ place. 

Recently Governor McCray named 
George M. Barnard, of Newcastle, 
end Maurice Douglas, of Flat Rock. 
Republican and Democrat respec 
tively, to membership on the Indi- 
ana commission, to succeed Paul P. 
Haynes and Fred Bates Johnson 
Mr. Barnard already has taken his 
place on the commission and Mr. 
Douglas probably will take member 
ship about June 1. 
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Rounding Up Delinquent 
Consumers 

Fort Worth, Texas.—Numerous 
complaints against the Fort Worth 
Gas Company for cutting off the gas 
have been coming into the city hall 
recently. Many delinquents who are 
among those who have filed suit ask- 
ing that the gas company be en- 
joined are not being bothered. A 
suit is now pending, and will come 
up within a short time. At that time 
their cases will be thrashed out. 

Recently the gas company has 
been paying especial attention to 
round up delinquent subscribers, and 
is making good its threat to cut off 
subscribers who have failed to pay 
their bills without sufficient reasons. 

Approximately 100 clients, repre- 
sented by one firm have a tentative 
agreement with the gas company that 
their gas will not be cut off until dis- 
position is made of the injunction 
hearing now pending. Many of the 
protestants are paying their current 
bills, but are protesting on bills in- 
curred several months ago. Their 
cases are allowed to wait until final 
settlement is made at the hearing. 

According to U. M. Simon, attor- 
nev for the gas company, of 20,000 
subscribers, approximately 2,500 are 
delinquent, and a number have not 
paid their bills for several months. 
He states that the company is carry- 
ing about $130,000 on its books at 
the present time, whereas they should 
not be carrying more than $40,000. 

Most of the subscribers come to 
the city hall with their troubles, but 
the city is powerless to take any steps 
until after the hearing. The sub- 
scribers are referred to the attorneys 
of the gas company, where their case 
is heard. Whether or not the gas 
shall be cut off rests wholly with the 
attorneys of the gas company. They 
are the sole judges of whether or nov 
the rates charged have been exces 
sive. 

The legal department of the city 
savs that the only solution for sub- 
scribers who have had their gas cut 
off is to file a temporary mandamus 
against the gas company forcing it to 
turn on the gas. 

“Tt is simply a business proposition 
with the gas company,” Mr. Simon 
said. ‘We are as lenient as we can 
be, and where we find the slightest 
claim for a protest, we are doing 
nothing. We sent out notices to the 
2,500 delinquents, and when they 
protest, we listen, and have not taken 
action yet in any case before it was 
thoroughly investigated. Too many 
are taking advantage of the hearing 
that is pending, and are postponing 


the payment of just debts. The gas 
company cannot operate without col- 
lecting outstanding bills any more 
than the corner grocery can.” 

Simon said that the subscribers 
that protested were given the same 
consideration whether or not they 
were represented by attorneys. 





Two Concerns Compete for 
Franchise 

Wenatchee, Wash.—Events are 
approaching a climax in the utility 
situation in the Wenatchee district, 
according to information received re- 
cently from authentic sources. Per- 
sistent reports are to the effect that 
the holdings of the Wenatchee Val- 
ley Gas & Electric Company have 
been sold to the West Coast Utili- 
ties Corporation, owners of several 
light and power companies in the 
vicinity of Arlington, Mt. Vernon, 
Kdmonds and other Sound cities. 

Attorney N. W. Brockett of Seat 
tle stated that this report was cur- 
rent m that city. This company ts 
said to be closely connected with the 
Washington Water Power Company 
of Spokane. 

It has been well known that both 
the Washington Water lower Com 
pany, and the Stone & Webster in 
terests have been seeing to purchase 
the Wenatchee Valley Gas & Elec 
tric Company’s property as a means 
of gaining an entrance to this field 

N. W. Brockett, who appeared be 
fore the Wenatchee Commercial 
Club and the city council recently, 
representing the Stone & Webster 
interests, stated that his principals 
had offered more than the Public 
Service Commission estimated the 
company’s property was worth, and 
that they still hoped to purchase the 
plant. 

Stone & Webster have been nego 
tiating for the local property for a 
year and a half, said Mr. Brockett, 
and two or three times the deal was 
practically closed but each time the 
Lovells interposed some objection or 
had brought up some point at the 
last minute that upset the transac 
tion. 

Mr. Brockett offered to change the 
proposed franchise, which the Puget 
Sound Power & Light Company is 
asking, to make it void unless work 
is started within four months and 
unless power is delivered to the city 
within eighteen months, instead of 
six months and two years respective- 
ly as originally provided. 

The trustees of the Wenatchee 
Commercial Club, adopted a resolu- 


tion setting forth that the club fa- 
vored any action on the part of the 
city council and other authorities 
which would tend to hasten the 
bringing in of additional and more 
adequate utilities, by the granting of 
suitable franchises though no partic- 
ular franchise was mentioned. 

Chairman Theda of the franchise 
committee of the city council stated 
that the committee is investigating 
the application of Mr. Brockett for 
a franchise and would be ready to 
report at the meeting of the council. 

Mr. Brockett stated that he was at 
liberty to state he represented the 
Puget Sound Power & Light Com- 
pany, to which company the fran- 
chise would be assigned if granted. 

“If we buy out the present com- 
pany, we would junk their plants but 
use their transmission system, which, 
however, needs to be rebuilt. We 
would not attempt any plant con- 
struction in this section, as there are 
no sites except Lake Chelan that ap- 
peal to us as advantageous. If we 
do not buy them out, we would have 
to install and equip an entirely new 
transmission system, which would, 
of course, take some time. Our rates 
would be based upon a fair return 
upon our actual investment in serv- 
ing this territory. This would not 
include any plant investment not used 
by us, according to the policy of the 
Public Service Commission. 


Fall River Gas Works Report 


Fall River, Mass.—Annual report 
of Fall River Gas Works Company, 
a Stone & Webster company, for 
1920 calendar year, shows earnings 
available for reserves, replacements 
and dividends of $158,551, equiva- 
lent to $14.07 per share and compar- 
ing with $14.42 in 1919. 





Gas Hearing May 10 
Albany, N. Y.—The hearing be- 


fore the Public Service Commission 
on the extra service charge for gas 
and electricity asked for by the Al- 
bany Southern Company is scheduled 
to take place Tuesday afternoon, 
May 10. 





Strike Gas at Utica 


Utica, N. Y.—A flow of natural 
gas was struck April 27 at the well 
being drilled for oil on a farm one 
and a half miles south of West Win- 
field, near Woodville. 
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Sold 103,000,000 Cu. Ft. in 
1920 

Phoenix, Ariz.—The Arizona Co1 
poration Commission recently issued 
an order disposing of an application 
of the Central Arizona Light & Pow 
er Company for authority to increase 
its gas rates, pending for several 
months. The value of the gas com 
pany’s property was established for 
rate-making purposes, but no further 
increases in rates were allowed. 

\n amendment to the tariffs was 
authorized, however, which states if 
the cost of oil to the gas company de- 
creases 18 cents a barrel the com 
pany must decrease its rates 5 cents 
per 1,000 cu. ft., and conversely, for 
each 18-cent increase in the cost of 
fuel oil, if anv increases occur, the 
company is authorized to increase its 
rates 5 cents per 1,000 cu. ft. for 
each 18-cent increase in the cost of 
fuel oil. 

A review of the reports of the 
company on file with the corpora- 
tion commission, shows that the cost 
of fuel oil from which gas is made 
constitutes 53 per cent of the total 
operating expenses of the gas busi- 
ness. Approximately 11% gal. of 
oil are required to produce 1,000 cu. 
ft. of manufactured gas, and it is 
from these figures that the rate dif- 
ferential above outlined is derived. 
The company sold in excess of 103,- 
000,000 cu. ft. in 1920 or three and 
one-half times the amount sold in 
1914. 

The cost of oil in 1914, delivered 
in Phoenix, was $1.19 per barrel. 
The average cost in 1920 was $2.86 
a barrel, while in December of 19°29, 
oil cost $3.59 a barrel. The outlook 
for a reduction in the price of fuel 
oil is hopeful. There have been con 
siderable reductions in the mid-con 
tinent field, but the benefits accruing 
to Arizona have heen offset to some 
extent bv increases in freight rates 
in the latter part of last vear. It is 
anticipated that reductions may be 
looked for in the California field 

It mav be stated that Phoenix ha 
a lower gas rate than any other | 
cality in the State with the exception 
of Yuma and an application is pend 


ing before the commission from the 
gas company at Yuma to double the 
rates or, as an alternative, to 
draw from the gas business 


with 


Withdraws Application for 
Increase 

The Long Island Lighting Com- 

pany has withdrawn before the ap- 

plication to the Public Service Com 

mission for permission to increase its 

gas rates in western Suffolk and 


eastern Nassau County, but the Am 
ityville trustees had not received no 
tice of the withdrawal. Hence, the 
public hearing, which the board ad 
vertised would be held in its room, 
was held, as scheduled, and a few 
speakers voiced opposition to the 
proposed increase, mainly on _ the 
ground that the commodities market 
is in a falling stage and therefore 
further increases in gas rates are not 
warranted. 

The speakers included J. Leland 
Wells, Frank Kiernan, president of 
the Village Improvement Society, 
and Louis Vogel, Jr. 

The Babylon town board was ap 
prised of the withdrawal of the ap- 
plication. 





Wage Cut Causes Strike 

Lowell, Mass.—Practically the en- 
tire working force of 300 men of the 
Lowell Gas Light Company went on 
strike at 3 o’clock the afternoon of 
\pril 30, leaving the city a gas sup- 
ply for only thirty-six hours. Of- 
ficials assured the public, however, 
that before the end of that period 
they would make provisions to con- 
tinue production and cause consu- 
mers but slight inconvenience. Aside 


from a force of fifteen policemen to 
quell anticipated trouble, only a 
scant half-dozen men remained at 


the works. 

Union orders scheduled the walk- 
out for 11 o’clock at night, but the 
arrival of a squad of electricians in 
the afternoon to light the outside of 
the building as a precaution against 
a disturbance advanced the time of 


the strike. Union electricians ar- 
rived on the scene first, but when 
they found out the nature of their 


work they promptly 
dignation. 

The cause of the trouble is a pro 
posed wage reduction of from $6 to 
$8 a week, an increase in hours and 
a change in methods of discipline. 
The plant is at School and 
Streets. 


went off in in- 


Rock 


Ask Gas Company to Handle 


Fire Alarm System 

Lawrence, Mass.—Mavor White 
(jue stioned Fire Chief Morris re- 
cently as to the feasibility of turn 
ing the fire alarm over to 
the charge of the Lawrence Gas 
Company. The mayor offered th 
suggestion on the ground of econ- 
omy, stating that the company 
should take charge in return for 
the many privileges granted by the 
city council. 

Chief Morris declared that the 


system 


change would only be practical if 
the system was turned over entire- 
ly to the company, so that ther 
would not be any divided responsi 
bility. He declared that the fire 
alarm is an intricate and difficult 
system which must be kept in per 
fect running order day and night. 
The chief said that it would be a 
big responsibility for any private 
corporation to assume. 

Leroy Colby of the gas company 
stated that this concern was will 
ing to co-operate with the fire 
alarm department as regards space 
for wires on poles and the like. but 
would not agree that the 


change 
could be made satisfactorily 





Standard Gas Statement 

The Standard Gas & Electric 
Company’s annual report for 1920, 
just issued, shows the largest gross 
and net earnings in its history and 
credits the larger part of the im- 
provement in earnings of the sub- 
sidiary companies to volume of busi 
ness rather than increased rates. 
Items of statement, with correspond- 
ing items in 1919 for comparison, 
follow : 


1920 1919 
Gross revenue.$3,153,689 $3,040,987 
Net revenue... 3,076,612 2,960,896 
Interest ..... 1,282,539 993,781 
Balance 1,794,072 1,967,114 
Pfd. dividends 990,388 939,568 


Surplus 713,684 962.546 


Increased Rate Allowed 
Wash.— Gas rate in 
creases approximating 35 per cent 
were granted the Pacific Power & 
Light Company for gas served Van 
couver, Wash., in an order issued by 
the Department of Public Works on 
\pril 20. The increase was made 
effective April 15 and, according to 
the estimates of the department, wili 
vield the company a profit of 5.6 per 
cent. 


1 


(Olympia, 


for the increase was 

aid to be the fact that the Portland 

(gas & Coke Company, from which 

the Pacifte Power & Light Company 

procures gas for Vancouver, had in 

creased the wholesale rate from 50) 
9 


e reason 


cents to 90 cents a thousand cubic 
feet. 
To Put Up Holder 
Traverse City, Mich.—The Tra 


verse City Gas Company is about to 
build a new storage tank of 100,000 
cu. ft., and within the past few 
months has spent $17,197.53 on im- 
provements. 
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Chio Utilities Need Half a 
Billion 

Columbus, Ohio.—Ohio public 
utility companies during 1920, re- 
quested the State Public Utilities 
Commission to authorize them to 
sell $222,868,030.16 worth of new 
securities for the purpose of ex 
tending and improving their ser- 
vices to the people of the State. Of 
this amount, the commission sanc- 
tioned the sale of $218,441,134.94 
of new securities. 

These figures have just been giv- 
en out by the State Commission to 
the Ohic committee on public util 
ity information. 

They indicate the large amount of 
new capital that was invested in the 
utilities of the State during 1920 by 
the more than 112,000 Ohioans who 
now have some of their funds at 
work for the people in the companies 
selling electric light and power, gas, 
telephone, city and interurban trac- 
tion services. Indications so far this 
year point to an investment of close 
to half a billion dollars being neces- 
sary for the utility companies dur- 
ing 1921 to meet the growing de- 
mands for-additional service made in 
almost every section of Ohio. To 
obtain part of this new capital, many 
companies are encouraging the small 
investor to put a portion of his sav- 
ings into utilities, and if possible to 
invest enough to permit his dividends 
to pay his bills for utility services. 

A close scrutiny is made by the 
State Commission of all proposed se 
curity issues of public service com 
panies. Before a utility can sell a 
dollar’s worth of stock it must apply 
to the commission for permission 
and it receives this permission only 
after the commission, following a 
thorough investigation by its experts, 
is convinced that the sale of the ad 
ditional securities is necessary and 
that the money derived will be wise 
lv, economically and prudently ex- 
pended. 

During 1920 the commission made 
physical valuations of utility compa 
nies in the following sums: (Gas 
companies, $3,647,565.15; telephone 
companies $3,.276.559.02: electric 
companies, $307,073.05; heating 
companies, $193,063.63; water com- 
pamies, $171,430.17. These valua 
tions were made by the commission 
for the purpose of establishing a fair 
rate to be charged for various ser- 
vices, as rates of the utility compa- 
nies are based upon the amount of 
money that is actually invested in the 
property for the purpose of giving 
service. 


Officials Interested in Coming 


Convention 

Springheld, Ohio. — Springfield 
gas consumers and city officials 
have become interested in the ap- 
proaching convention of the Nat- 
ural Gas Association of America, 
to be held next month in Cincin- 
nati. 

At that time discussions will be 
held on vital problems to gas con- 
sumers in this district. and the 
solving of many difficulties is 
looked for. It is thought that sev- 
eral city officials wil] attend the 
convention, in order to get “a line 
on” the gas situation’ before 
Springfield has again to face a 
crisis due to a poor supplv of gas. 

Adjustment of rates, it = is 
thought, will be one of the most 
important subjects taken up, be- 
cause of the predicament that faces 
Ohio and Pennsylvania gas con- 
sumers with the gas supply dimin- 
ishing each year, and the likelihood 
of the Steptoe act of the West Vir- 
ginia Legislature going through. 

With the passing of the Steptoe 
act by the West Virginia Legisla- 
ture, it would mean that all gas 
from wells within the border of 
that State must be offered to West 
Virginia industries before any of 
it is piped to other States, no mat- 
ter who owns the wells or whose 
capital is invested in the project. 

Alfred H. Hurlburt, general 
manager of the Philadelphia Gas 
Company, of Pittsburgh, is one of 
the many gas experts who will at- 
tend the convention at Cincinnati. 

He will have charge of the dis- 
cussions of the papers on the con- 
servation of gas, and relating to the 
question of gas rates 


City May Buy Gas Plant, Etc. 

New Orleans, La.—l! /nder the pro- 
visions of an ordinance adopted by 
municipal and parochial affairs com- 
mittee, the city of New Orleans will 
be authorized to take over its public 
utilities, gas, electric, railways and 
ferries and meet the obligation with 
a bond issue, wholly dependent upon 
mortgage of the properties, reve- 
nues, etc. 

The substitute. following outlines 
of the ordinances of F. A. Haggerty, 
includes points from the Fitzpatrick, 
Kittredge and Stafford ordinances 
relative to gas, electric and railway 
systems. The ordinance as adopted 
in committee by a vote of 16 to 0, 
reads: 

“The city of New Orleans, 
through its commission council or 


other governing body, may build, 
construct acquire, own, maintain, 
operate, manage and control any or 
all electric, gas and street railways 
systems, ferries and all other public 
utilities in said city, together with any 
or all property of whatsoever kind 
belonging to said systems or utilities ; 
and in order to pay the cost or price 
thereof, and to maintain and operate 
the same, said city may borrow 
money and issue bonds, notes or oth 
er evidences of indebtedness and may 
gather the same solely by mortgage 
upon said systems and property, and 
by pledge of revenues arising from 
the operation thereof; and _ said 
bonds, notes or other evidences of 
indebtedness shall be free from tax 
ation. 

“The said city of New Orleans 
may before any court of competent 
jurisdiction expropriate any or all 
electric, gas and street railways sys- 
tems, ferries, and all other public 
utilities in said city, and pay the cost 
of price thereof in the manner here 
in before set out. 

“The Legislature may enact laws, 
not inconsistent herewith, to further 
carry out the purposes of this ar- 
ticle.” 


One Killed in Explosion at 
Gas Plant 


Brooklyn, N. Y.—QOne man dead 
and another seriously wounded 
was the toll exacted by an explo- 
sion in the plant of the Kings 
County Lighting Company, at 
First Avenue and Fifty-fifth Street, 
May 3. The cause of the explosion 
is unknown. 

The dead man is John McDer 
mott, 22, of 5818 Fifth Avenue. 
John Kausniewski, 50, of 555 Third 
\venue, a laborer, suffered a com 
pound fracture of the left arm, sev 
eral broken ribs and severe cuts 
about the head, ad was taken to 
the Methodist I’ piscopal Hospital 
in a serious condition. 

The explosion occurred when 
McDermott was oiling a steam tur 
bine ina small room. This turbine 
was used to deliver compressed air 
to the gas blowers. It is supposed 
that the oiler dropped a tool or 
other metal object into the turbine. 
The wounded man, while at work 
in the yard, about eight feet from 
the turbine room, was hit by two 
fragments of steel. 

Patrick McGuiness, of 352 Forty- 
ninth Street, discovered McDer- 
mott dead and buried under a huge 
pile of debris. 
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New 


Want Franchises for 
Company 

Application is shortly to be made 
in Gadsden, Alabama City and At 
talla, Ala., for gas franchises by a 
new company which is represented 
by Dr. C. B. Forman, a prominent 
banker of Attalla. It is the inten 
tion of the new corporation to apply 
for franchises regardless of the pres- 
ence in the field of the Tri-City Gas 
Company, which is now operating in 
these cities. More definite informa 
tion regarding the project is not as 
yet available. 

Complain Against Company 

The Georgia Railroad Commis 
sion at its present session is hearing 
complaints against the gas service of 
the Rome Municipal Gas 
Company at its hearing of the cor 
poration to show cause why its rates 
should not be reduced. 

Last September the gas company 
an increase in rates to 
$2 per 1,000 c.cm., the rate being 
made conditional by the railroad 
commission and the company at the 
same time being ordered to install 
certain improvements. It is contend- 
ed by Rome citizens that the im 
provements have not been made. 
The company claims that, in effect, 
the improvements have been carried 
out. Directors of the Rome Cham 
ber of Commerce have taken sides 
with the public, indorsing the action 
of a recent mass meeting to the effect 
that the company improve its service 
or be put out of business. 


( (aa. ) 


was granted 


Gas Company Sold 

Kan. The American 
Gas Company closed a deal during 
\pril with Messrs. Burlingame and 
Holm, of Bartlesville, Okla., to whom 
tl sold their stock holdings 


The deal] includes the stock nm tra 


{sy ego, 


ev have 


lena, Columbus, Altamont, Chero 
kee at d (JIswego 

The new company took charge 
their holdings March 1, but not uw 
| he | ¢ a ot \p 1] Ss t] 
entire deal closed The <¢ pan 

] tain the name of Ameri 
can (; ( ¢ any Ee | Burlin 
g i : ] resident ( the m 
pan th main ottice t Bartle 
ville Most of the bookkee ng ft 
he d ent towns, which has been 


at Galena, will be done at Bar 
tlesy ille. 

W.C. Eddv. 
af the gas con pany here in this city, 
will still be retained. 

Messrs. Burlingame, Mason, Stew 
art and Warren spent some time in 


who is now manager 


the citv looking over the field here. 
They intend to improve the system 
and will also give the patrons better 
gas service in the future and expect 
to enlarge their line. The company 
also expects soon to place in a com 
plete stock of gas stoves and fixtures, 
which will be 


to the company. 


a great improvement 
This will be done 
as soon as a suitable location can be 
secured. 

Expect Record Crowd at the 
Convention of Southern 
Association 

Various c1\ 


vannah, a., 


ic organizations of Sa 
and men prominent in 
preparing for 
the entertainment of the Southern 
Gas Association at its annual con 
vention to be held in that city May 
31 to June 2. 

Various 


formed by 


the gas industry are 


have been 
organizations and 
arrangements are under way to give 
the visiting gas men a round of in- 
teresting entertainment during their 
sojourn in Savannah. The meeting 
is to be one of the most important in 
the history of the association, and it 
is expected that it will establish a 
new attendance record for the 
Southern Gas Association. Many 
matters of importance and interest 
to gas men and to the welfare of the 
industry as a whole are to be dis 
cussed by various speakers at the 


sessions. 


committees 
civic 


business 


Accident Prevention Is 





Discussed 
The Accident Prevention Com 
mittee of the American Gas Asso 
ciation, h aded by Charles B. Be oth, 
veneral manager of the Bureau of 
Safe r the Citv of Chic vO held 
1 meeting the latte it 
t A e Piedmont Hotel 1 
\ e Matters 1 xs to d 
el k « f r ; ( 
cf mittee 
| ec is he ( | 
, ue ‘etae tf 
¢ eld ( o 
{ ¢ { ( ) C Oi | 
eC ( teres ! 
~ ¢ t ~ N¢ ~ 
¢ ed SS + 
end show he nd limb 
( ‘ led | \ hie yppli t } 
i 
rope ; es 
bu s 1 \tlant Mi 
Bo th ed et e some of he ( 
cal and community ¢ 
ons, explaining the \ orking 
Bureau of Safety in Chicago and 
telling of the results it has accom 


plished in this regard. The matte: 
similar bureau in 


t organizing a 


\tlanta is under consideration. 


United Gas Improvement Co. 
Elects 


Philadelphia, Pa——At the annual 
fF stockholders of the 


‘nt Company 


meeting T 


‘nited Gas Improve 


\lav 2 the retiring directors were 
re-elected 
Gas Rate Increased 
Cedar Falls, Iowa.—Six months’ 


controversy over as rates was set 
tled here by 
nance providing a rate of $1.70 per 
thousand for a minimum of 2,000 
ft., with a sliding scale for larger 
amounts. An enjoining — order, 
sought in Federal court by the gas 
company to prevent the city fixing a 
$1.60 rate, will be withdrawn. 


~ 


adopiion of an ordi 


Tenney Is with the Pease 
Laboratories 


The Pease J.aboratories, Inc., 39 
West Thirty-eighth Street, New 
York City, announce that Dwight 
Tenney, chief engineer of the Frank 
lin Baker Company, of New York, 
and prior to that connected with the 
engineering staff of the National 
Biscuit Company, has become asso 
ciated with them as head of the new 
lv organized department of engineer 
ing. He will continue his connec- 
tion with the company as 
consulting engineer, having charge 


of all technical development work 


former 


Mr. Tennev’s previous experience 
in plant and machine development in 
the d industry ke him esp 

ly well fitted fo snew wi 


Gas Company Gives Workers 


Insurance 
{ | { ! ( 
: 
€ ic | )] ( r Iie 
( o1 117) s té 
ed | 1 1 a 
ect = t Ce es 
le ne il ¢ ( 
7 1 + 
{ ) ‘ { 
ee hi é ee tn e! 
( ( ( S the « m 
nore tha mo ind |e 
1 . 
] t Ol ) ] , \\ eS eT] 
protecti of $500 ¢g eu 
eke a 1 “oe } 
. ance, and nose Who ve een 
1 7 
employed more than a year are COV 
ered by S1,000 insurance, without 


cost to the insured 
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Wm. Murdoch 


The use of illumination 
purposes was a revelation to the peo 
ple of England when, at the end of 
the eighteenth century, William Mur 
doch, after years of experiments. 
demonstrated that such a power ex- 


gas for 


isted. The light that Murdoch 
flashed upon the ways of men in 
1792, especially in the great cities, 


was of tremendous evangelistic val 
ue to them, to speak of none of the 
other ways in which his great discov 
ery had blessed the human race. 
William Murdoch was a miller’s 
son and was born in Ayrshire on 
August 21, 1754. At an early age he 
arrived in England and secured em 
ployment with the firm of Boulton 


& Watt at Soho. According to a 
well-known _ story, soulton was 
struck on his first interview with 


Murdoch by the peculiar hat which 
he was wearing, and Murdoch stat 
ed, in answer to Boulton’s questions. 
that it was made of wood, and that 
he had turned it on a lathe of his 
own making. It appeared that Mur 
doch, in his nervousness, let the hat 
fall on the floor, and it was the un 
usual noise it produced that attract 
ed Boulton’s attention. 

\t the Soho works, near Birming 
ham, England, Murdoch developed 
extraordinary mechanical ability, 
which was observed by his employ 
ers, and he was sent to Cornwall to 
superintend the fitting up of Watt’s 
steam engines which were in great 
demand there. 

It was during his stay in Cornwall 
that Murdoch began the experiments 
in the distillation of coal gas, which 
were to result in the great discovery 
with which his name was to be for 
ever associated. 

It was in 1792 that Murdoch com 
menced his investigations, and so in 
tense was his applications and s 
rapid his progress, that he was able 
the same vear to apply his inventior 
to the purpose of lighting his cottage 

It mav be well to stop a moment 
just here to reflect upon the fact 
that the wonderful illuminant first 
flashed forth its brilliancy. not in the 
drawing room of the great rich. but 
in the humble home of the poor mill 
er’s away back down in bleak 
old Cornwall. 

Going back to Birmingham about 
1797, Murdoch publicly showed the 
system he had matured and made 
such lightning-like progress in the 
discovery of practical methods of 
making, storing and purifving the 
new illuminant that in 1798 he was 
prepared to light up the great work 
shop with the wonderful gas. 


son 


erim\ 


A gas manufacturing plant was 
started in the establishment; in 2 
very short time similar plants were 
installed in neighboring workshops 
and factories and the reign of dark 
ness was over. 

It is fair to say that Murdoch's 
fame is not commensurate with the 
tremendous importance of his discov 


ery. In a venerable and venerated 
book it is written “The light is 


sweet.”” It is of immense value to 
us in various ways. Light is the un- 
failing ally of righteousness and the 
uncompromising enemy of all sorts 
of wickedness. In the ancient book 
just referred to we read: “Every 
one that doeth evil hateth the light.” 
It is as true as the Gospel. When 
the cohorts of evil are ready for 
business they seek the shadows and 
the gloom. It is in the darkness, not 
in the light. that wickedness does its 
work. 

The miller’s son well deserves a 
place in the list of the greatest men. 
He did a great work, and when he 
died, in 1839, the world lost one of 
its noblest benefactors. 


Helium in Natural Gas 


Topeka, Kans.—Some years ago 
large quantities of natural gas were 
found in wells drilled near Sedan 
and Dexter, Kan. It was just at the 
time when the other gas wells were 
losing pressure so rapidly that it 
seemed certain that the natural gas 
supply would disappear in a short 
time. The discovery of these wells 
of tremendous pressure and quantity 
was hailed with delight by all natural 
users. But the pressure in the 
gas mains did not increase and then 
the information that the 
would not burn. For several years 
Kansas wondered what was in that 
gas and why it would not burn. Then 
the Government geological and chem 
ical experts told them. The gas con 
tained helium, termed a worthless, 
non-combustible adjunct of the gas. 
This helium was not only worthless 
in itself, but it made the gas worth 

less, too 
The only way this gas could be 
lighted was to cram a stove full of 
crumpled papers, light the papers and 
turn on the gas. By skillful handling 
the housewife was able, sometimes, 
to get the gas fire started. It could 
not be used for lamps at all. Millions 
of feet of this gas went 
it was valueless for all commercial 
purposes. When started, under dif- 
ficulties, it was found that it took 
as much of this gas as 


gas 


came gas 


>< 


to waste, as 


seven times 


ordinary natural gas to make the 
same amount of heat. 

Three vears ago a big gas field was 
opened at Augusta. The wells ran 
as high as 50,000,000 ft. a day. The 
gas was turned into the pipe lines 
serving Wichita and at once went up 
The gas did not burn well. The*Au 
gusta gas was turned off and some 
tests made. It contained helium, the 
non-combustible gas. The gas from 
these wells was termed “wind gas” 
and was allowed to discharge into 
the air. 

Then the value of helium gas for 
inflating balloons became known, and 
after long experiments in Texas the 
Government established helium sta 
tions there to take the helium out of 
the natural gas and compress it for 
balloon use. 

The developments in this discov 
erv led to further investigations of 
the Kansas natural gases, and it has 
been found that Kansas, where the 
helium gas was actually first discov 
ered. has the richest gas in helium of 
any gas in the country. The Augus 
ta wind 2 per cent of 
helium. The Dexter gas tests 134 
per cent helium, and the Sedan gas 
tests from 114% to 1% per cent helium. 
Removing the helium makes these 
natural gases suitable for burning in 
lamps and furnaces, while 
before it was almost worthless. 

The Government is developing the 
helium gas extraction plants in Texas 
and opened plants in Kansas to re 
move the helium from the Augusta, 
Dexter and Sedan gas 


tests 


gas 


stoves, 


Making the Window Pay 
at Night 


\ progressive merchant of Utica 
N. \ has solved the problem of 
how to make his windows pay for 
themselves during the evening hours 
Realizing that a good displav in a 
well-lighted window will attract at 
tention, he aims to have novelties and 
standard goods always on exhibition. 
Many evening promenaders see mer 
chandise in the window that appeals 
to them and which they would pu 
chase if the store were open, but by 
morning they have forgotten all 
about it. In order to catch these or 
ders this firm has a pad of printed 
forms afhixed to a shelf outside the 
door, near which is a pencil attached 
by a little chain. If a person sees 
anything he fancies in the window all 
he has to do is to fill out a blank 
form and drop it through a slit in 
the door to a letter box on the inside 
The merchandise is delivered the fol- 


lowing morning. 
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Indiana Association Meeting 
Very Successful 


The annual meeting of the Indiana 
Gas Association, held at West Ba- 
den, Ind., recently, was one of the 
most successful gatherings of the 
Hoosier gas experts. Morris Dell- 
plaine, of the Northern Gas & Elec 
tric Company, at Hammond, was 
elected president of the association, 
F. B. Tracy, of the Central Indiana 
Gas Company, of Muncie, was 
named vice-president, and F. J. 
Burke, of the Citizens Gas Company, 
of Indianapolis, was re-elected sec- 
retary-treasurer. 

The meeting was well attended and 
the various papers on subjects relat- 
ing directly to the present-day prob 
lems of gas men everywhere, were 
enthusiastically received. Practically 
all of these papers were made public 
by the American Gas JourNat last 
week. An address was delivered by 
George M. Barnard, a new member 
of the Indiana Public Service Com- 
mission, who spoke on ‘“Co-opera- 
tion.” 

As with human beings, Mr. Bar- 
nard pointed out, it is the duty of 
utility companies to so arrange their 
lives that they are of the greatest 
possible service and cause the least 
concern to those with whom they 
deal. 

“You men who sell gas are depen- 
dent for your livelihood on the peo 
ple who take it from you,” he said, 
“and it is necessary, in order that the 
people live comfortably and get the 
most out of life in the conduct of 
their homes and businesses that they 
have your product and therefore 
there is created, because of that in- 
dispensable situation which evxists 
for one as much as the other. the 
necessity for mutual understanding 
and the necessity for each side to ap- 
preciate the situation of the other, 
and for it in turn to vield to the other 
always that which is fair, just and 
reasonable, as two individuals, both 
insisting upon the operation of the 
golden rule, would conduct them 
selves towards each other.” 

“Men engaged in the utility busi- 
ness cannot, in the operation of such 
concerns, detach themselves from the 
public. An institution which holds 
itself out as a common carrier of a 
product which has to do with the liv 
ing and comfort of the people be 
comes a public servant and interests 
itself in a different way than one who 
produces an article not indispensable 

“Tt has not been so many years ago 
that utilities were in pretty general 
disrepute throughout the country, 


and that was occasioned very largely 
by their attitude of the “public be 
damned.” Time and experience have 
demonstrated that any utility which 
would survive must bear in mind that 
it cannot survive without the support 
and the sustenance and the patronage 
of the people, and the people, upon 
the other hand, must appreciate and 
understand that in order for them to 
have the comforts which are fur- 
nished by the utilities they must not 
deny to the utilities for this reason- 
able profits necessary in the way of 
returns upon their endeavors. The 
utility business is not an old business 
if it may be called a business, and 
vet there is invested in this country 
alone more than $15,000,000,000 in 
public utilities. Men have invested 
large fortunes in these wonderful 
properties, and their investments, in 
most instances, have been well made, 
and now by virtue of a better under 
standing, and by the creating of the 
public service and public utility com- 
missions throughout the country, 
both the utilities and the people have 
been greatly benefited. 


“T have always had a wonderful 
confidence in the ultimate judgment 
of the common people, and after all, 
most of us fall within that class. I 
believe it was Mr. Linco!n who said 
‘God must have loved the common 
people, for He made so many of 
them,’ and I have always had confi- 
dence in the equity of the common 
people and in their fairness, and J 
believe that the great majority of the 
people are grateful for what they 
have and what they get in life. In 
connection with the subject which 
touches you men as utility men, I 
believe that the people generally are 
grateful and appreciate your endeav 
ors to supply them with the commod- 
itv which adds to their comfort and 
that in the great majority of cases 
they are always willing that you shall 
have any compensation for what you 
render them which will enable you 
to make a fair and reasonably prop 
er return on your investments, that 
you, too, in your homes and in your 
relationships with those who are near 
and dear to you may have those 
things for which their hearts crave 
and by the same token of human feel- 
ing I believe that the utility man is 
happy in his abilitv to take care of 
the people with the product which he 
sells so that thev may add to their 
comfort and welfare. That after all. 
out of our relationship with each 
other in the busy hours of life we 
are all coming more and more to the 
realization that there is more in the 
consciousness of having rendered a 


distinctive service, than in any other 
kind of a return. 

“T have come here as a member of 
the Public Service Commission of 
Indiana. This body, a creature of the 
people’s will, having only such pow 
ers as have been expressly delegated 
to it by the people through legislative 
enactment, sits as an impartial deter 
minative body, clothed with rather 
large authority with reference to all 
matters which affect public utilities 
and their relation to the people. It is 
the high purpose of this commission 
to measure justice with as exact pre 
cision between the utility and the 
people as it is possible for human 
endeavor, to the end that both the 
people and the utility shall in their 
relationships, one with the other, 
have under the law, that which is 
just, fair and reasonable ” 

The same spirit of justice and fair 
ness to the consumer was expressed 
in the address of Charles Henry Mc- 
Intosh, of T.aSalle Extension Univer 
versitv, Chicago, on building good 
will in business. Mr. McIntosh dwelt 
at length on the good-will that could 
be engendered through business con 
tract. in salesmanship direct, and in 
the careful oversight of all the bus 
iness letters. 


Know Your City by Its 
Utilities 

Every community is known by its 
utilities. Good lights, abundant pow 
er, good telephone service, good 
transportation, tell a stranger within 
the gates more about a city than can 
the spoken word. Where any of 
these services are not efficient, ex- 
perience warrants the deduction that 
some influence is at work there which 
lessens the desirability of that com- 
munitv as a place not to invest mon- 
ey; a good place to stay away from. 
For the stranger appreciates that a 
utility, like any other business, has 
its incentive to develop in the fact 
that it is prosperous. 


Oil and Gas Land Sale 


Sale of Government leases on oil 
and gas lands in the Poison Spider 
field, west of Casper, Wyo., will 
proceed as originally advertised, it 
was announced from the land office 
at Douglas, the order issued some 
time ago suspending the sale having 
been rescinded by the department. 
Several hundred acres of prospec- 
tive oil and gas lands will be in- 
cluded in the sale. 
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Would Advance 


Price 
Oil City, Pa.—That oil producers 
should retrain from putting their oil 
on the marke! as a means to force 
up the price of Pennsylvania crude 
oil was urged in a resolution passed 


Crude Oil 


at a meeting of the executive com- 
mittee and officers of the Venango 
County branch of the Pennsylvania 
Oil and Gas Men’s Association here 
\pril 24. The resolution follows: 

“| That the average ac 
tual cost of producing Pennsylvania 
grade oi! to-day, counting the depre 
ciation on the value of material used 
and amortization of drilling costs, 
together with the labor of operating 
the wells, is not less than $4.50 per 
barrel, and even at that figure the 
producer would secure nothing for 
the value of the oil in the ground. 

“That producers of Pennsylvania 
grade oil should pump their wells 
just as little as possible to keep them 
in good condition, and should not 
bring to the a single barrel 
of crude oil that could possibly be 
stored under the ground. 

‘That for any company or individ 
ual to dri!l new oil wells in the Penn 
svivania fields under present condi- 
tions means not only a loss to the 
oenerator himself—unless his luck is 
but tends to aggravate 
intolerable condition in 


Lesolved, 


surface 


nhenomenal 

on already 

the industry. 
“That 


cent 


recent advance of 25 
a barrel in the market price of 
Pennsylvania crude oil ought not to 
infiuence any oil producer to engage 
in drilling or in any manner to in- 
crease his present production. 

“That all oil producers who are 
financi 


the 


lly able to do so be urged to 
refrain from putting their oil on the 
market for a period of at least fifteen 
months and to plan to pav storage 
for at least that length of time.” 


Adirondack Power Company 
to Appeal Gas Rate Case 


Permission has been granted to the 
\direndack Power & Light Corpo- 
ration by Supreme Court Justice 
Harold J. Hinman, of Albany, to re 
view the findings of the public serv- 
ice commission by which $1.25 was 
set as the gas rate for Schenectady 
snd Scotia. The justice also issued 
a show 
fore 


cause order, returnable be 
lustice Charles E. Nichols in 
Schoharie, as to why the new rates 
should not be suspended pending the 
appeal before the Appellate Division 
“y temporary stay of execution of the 
new rate was granted until the hear- 
ing hefore Justice Nichols. 


In case the 
granted and the 
finally uvholds 
commission’s 


permanent stay is 

\ppellate Division 
the public service 
rate of $1.25, power 
refunds wil! necessarily be made to 
the consumers for the time after 
May 1 that the higher rates were 
charged. 

After many hearings, the public 
service commission recently decided 
that the rate in Schenectady 
should be reduced from $1.50 gross 
to $1.25 gross for 1,000 cu. ft. The 
company, through its attorney, Dan 
iel Naylor, Jr., applied for another 
hearing, which was refused, 


gas 


and the 
matter was taken up before Justice 
Hinman the commission’s 
order the new rate was to be effective 


May 2. 


Under 


Judge Decides Against Gas 


Company 

John C. Pollock, of Kan- 

sas City, Kan., while occupying the 

Federal bench in Denver during the 

absence of Judge Lewis, acted upon 

the case of the Nile Irrigation Dis 

trict vs. the Gas Securities, of New 
York. 

The Gas Securities made applica- 
tion for a temporary injunction and 
a motion to dismiss for want of 
equity against the Nile Irrigation 
District, but this was denied in a 
memorandum of Judge Pollock’s de 
cision. 

\s a result of a litigation insti 
tuted by the District against the Gas 
Securities on bond of the construc 
tion company, which contracted with 
the District for furnishing material 
and doing work of impounding 
water to be employed in irrigation 
lands within a certain district, and 
for failure to perform the work, a 
judgment of $140,000 
ered by the District. 


Judge 


was recov- 
The purpose 
of the suit was to procure a decree 
compelling the District board to 
place the judgment money in the 
bond fund of the district and not in 
the general fund, in order that it 
might be applied to the liquidation 
of judgments against it. 


Reduces Rates in 16 Towns 
The North Carolina Corporation 
Commission has ordered decreases 
in the gas rates for sixteen North 
Carolina cities, ranging from 10 to 
per 1,000 cu. ft. gross. 
\mong the important cities affected 
are Hlenderson, Greensboro and 
Charleston. In the latter instance 
the rate is reduced from $2.10 to 
S185. 


wv cents 


Denver Gas Co. Loses Money 
Much publicity has already been 
given to the arguments between the 
Denver Gas & Electric Company and 
the City of Denver relative to the rate 

charged for gas. 
stated that without 
it would be unable 
large consumers; and 
in fact, it did refuse, and some firms 
gave up the idea of locating in Den- 
‘his really happened, 


The company 
an increased rate 


to serve new 


When 
Homer B. Vanderblue, research di 
rector, acting in conjunction with 
the and Commercial 
an inspection and 
reported that there was a deficit of 
$166,911.80 in the gas business for 
1920 and that 


ties to the 


ver. 


Denver Civic 


\ssociation, made 


an increase of facili- 
amount of $2,000,000 is 
to bring the plant up to 
ecuirement and is no money 
in hand to do the work 

The case is up to the Mavor 
for some remedial and conciliatory 


iction. 


necessary 


there is 


now 


A New, Good Gas Well 

Reports from the field state that 
the Security Company well on the 
west line of the Morris, Okla., town 
site has come in with a 11,000,000-ft. 
gasser. The depth, 2,550 ft., 1s prac 
tically the same as the two gas wells, 
with considerably larger flows, com 
pleted recently by the Preston Oil 
Company, of Denver, on the 160 
acres adjoining the Morris townsite 
on the west. 

After Preston well No. 1 was 
completed the Security Company 
well was started by Morris property 
owners, who grouped town lots for 
drilling purposes. 

\nother well, known 
also being drilled on town 


‘ain, 


lots, is 


as the ( 


now close to the sand and may be 
expected in any day. 


To Ask for Tariff on Crude 
Oil 
The oil 


and gas producers in In- 
lence, Kan., have formed an 
association to fight for a tariff on 
crude. 
Oklahoma has had a 
for several 
ioining in this fight. 


1 
cdepen 


lar as- 


and is 


simi 


sociation vears 


Laying New Main 
\kron, Ohio.—The East Ohio Gas 
Company reports it is spending $50,- 
000 for the construction of a 
reinforcement feed line. 
The new line is planned to furnish 
an adequate supply of natural gas for 


Fast Akron and North Hill. 


new 
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